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Steps To Broaden 
Insurance Coverage 
Go Ahead Steadily 


Rapid Development 
CALLED COMPETITIVE AID 


Agents Feel Public Demand For 
Stock Insurance Will Be Greater; 
Koeckert on Leadership 


Preparation of the New York insur- 
ance code bill upon which hearings are 
scheduled to be held this 
favorable action by the Connecticut leg- 


later year, 
islature on the extension of the charters 
of several fire companies to permit them 
to write additional lines of coverage and 
passage by the Illinois legislature of th 
code bill sponsored by Insurance Direc- 
tor Ernest Palmer constitute three re- 
cent developments in the growing move- 
ment to broaden the insurance coverage 
which may be written by a fire insurance 


under a single contract of in- 


company 
demnity. Another step toward the sim- 
plification of insurance contracts along 


with the broadening of protection is the 


present efforts being made to devise a 


uniform supplemental contract which will 
prove considerably more satisfactory to 
insurance men and the public alike than 
the present forms, some of which ar¢ 
viewed as good while others have caused 
criticism 


Much 


voted constantly, likewise, to analysis of 


time and thought is being de- 


use and occupancy insurance policies 
Although the present forms more readily 
mect the needs of assureds than those 
in use a few years ago and by virtue of 
being far complicated are more 
salable, nevertheless those who are ex- 
pert in use and occupancy coverage ar 
Striving to simplify further the policies. 
At the recent annual meeting of the 
National Board of Fire Underwriters re- 
uring President Fred W. Koeckert de- 
livered an admirable address on the re- 
sponsibilities of leadership in fire insur- 
ance. He told what the business has 
accomplished since the National Board 
Was tormed over seventy years ago and 
then said: iis 

“It is now clear that in the future 
the function of the stock fire insurance 
companies will not be preponderantly that 
ot providing fire insurance only, with 
perhaps the addition of some minor col- 
lateral insurances, Every year the pub- 
Page 28) 
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The Sign Of 
GOOD CASUALTY INSURANCE 
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LONDON 
Guarantee & Accident Co., Ltd. 


Head Office: 55 Fifth Ave. 
NEW YORK 
} 
J. M. Haines, United States Manager 
Ei. W. Lance, Resident Manager, 90 Maiden Lane, New York 
re 
WRITES 
Automobile, Boiler, Burglary, Credit, Elevator, Engine, Flywheel, Liability, 
Plate Glass, Compensation and Personal Accident and Health 
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“A Higher Standard of Living” 


Life insurance has no stronger advocates than the bank- 
ers of the nation. A fine example of their attitude is sup- 
plied by a radio talk given during Life Insurance Week 
by John S. Smith, Vice President of the Farmers Deposit 


National Bank of Pittsburgh. We quote a part: 


Life insurance means ready cash, when needed most, and an estate, 
created with the first payment. Life insurance means ready collateral 
when money is needed in an emergency. Life insurance makes pos- 
sible a college education for your boy or girl, and assures the neces- 
sities of life. Life insurance means the achievement of hopes and 
dreams, and a higher standard of living for your family. 


“The sooner you plan your future—the better your future will be.” 
You can do with it what you wish; but an experience from the past 
has taught us that an investment today in life insurance means safety 
and security tomorrow for yourself and for your family. 


The title of this address was. “Life Insurance Dollars 
at Work.” They work for the public benefit through 
investments that maintain and expand the activities of 
the nation, while at the same time they work for the 


protection and security of policyholders and beneficiaries. 


THE PENN MUTUAL LIFE INSURANCE CO. 


Ws. H. KINGSLEY, President 
PHILADELPHIA 


Indepevidence Square 
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Riehle-Eubank Bloc 
Defeats Constitution 
Of N. Y. Underwriters 


Opposition Based on Allegation 
That Past Presidents Would 
Be Too Influential 


ARE AGAINST LIFE TENURE 


Arthur V. Youngman Elected Pres- 
ident; Lloyd Patterson Execu- 
tive Committee Chairman 


With no opposition of any kind the 
slate of the nominating committee of 
the Life Underwriters Association of 
New York City, the ticket being headed 
by Arthur V. Youngman, a young Wil- 
liams College man who has done ex- 
tremely well as an agent and a produc- 
tion manavet this city, went through 
as fast as Ralph G. Engelsman, chairman, 


could read the names at the annual mect- 
ing. This election out of the way th 


more than five hundred members of the 


association in the grand ball room of 
the Hotel Pennsylvania Tuesday sat back 
to see a vood old-fashioned row of thi 
type which sometimes splits trade or- 
ganizations or Jessens their influence. 


Up for adoption or rejection was a pro- 


posed new constitution and by-laws, a 
subject which various committeemen of 
the New York association have been 
jugcling with for some times That a 
battle was brewing became indicated 
when a volunteer committee, of which 


Gerald A, Eubank, manager Prudential, 


40 Wall Street, was formed to fight the 


new constitution. It was known that 
much opposed the constitution and 
by-laws as presented was Theodore M 
Richle, but in his capacity as a man 
ver of New York City, with offices ir 


West Thirty-fourth Street, also as a 


local association man, not as president 
of the National Association of Life Un 
derwriters. 

Elaborate air rules of debat f 


and f 
unced by Mr. Engelsman, with 
cach side having certain time for 
tation of viewpoint and then each sid 
vetting a rebuttal period. Persons 1 


“officially” 


were ann 


scheduled to 


present are 

ments could get up from the floor, an 

nounce what side they were on, and ther 

talk for a few minutes if they did n 
talk on two separate occasions. 

The Issue 
The two fundamental discussions wet 
whether or not former presidents of th 


their life ten- 
excculive Cot 


association shall continue 
ure of membership on thy 
mittee, and whether or not the nominat 

n | consist only of fon 
er presidents. Messrs. Eubank, Riehl 
and some others thought it would 
vitalize the association if the new ec 
stitution and by-laws were defeated 
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(Continued on VPage 21) 
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“He writes splendid reports!” 
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HOW TO GET ACQUAINTED 
AND KEEP FRIENDS WITH 


YOURSELF 





—— 


Suggestions that will help you ac- 
complish what you have been hop- 
ing to accomplish, have been all set 
to act upon, but somehow never got 
around to doing. 





AVAILABLE AT THIS OFFICE IN 
ORAL FORM TO INDEPENDENT 
LIFE UNDERWRITERS IN GREATER 
NEW YORK EXCLUSIVELY. 





1 How to appraise your Possi- 
° saciid a ‘i 
bilities in the Life Insurance 


Business. 





2 How to materially increase 
+ ; pl od 
your income (if it is not more 


than $5000 a year now). 





3 How to keep producing that 
Py 


income consistently. 








STOP in and see the man who 


bought a policy with an interest income 


to his family when the rate was 5%. 


That 5% interest rate is now 3.75%, a 


reduction of income to his family of 25%! 


It is easy enough to recommend his pur- 
chasing 33 1/3% more life insurance to 
stabilize his income plan but can YOU 
arrange his present insurance, along with 
our stabilizing contract that will cost no 
more than 91/3% of his present pre- 
mium, so that his wife will enjoy the 
same monthly income as originally in- 
tended,—5%? 


ASK FOR PLAN 27 


STOP in and see the man who 


purchased a 20-year monthly income pol- 
icy for his wife when the interest rate 
was 5%. It is now 3.75%! 


By that interest reduction his wife will 
receive 11% less in income! 


Can you arrange his income plan to bring 
it back to the original expectation for as 
little as 14% of his present premium? 


ASK FOR PLAN 27A 





Can you arrange to continue that income 
to the wife for her entire lifetime for as 
little as 13% of the premium? 


ASK FOR PLAN 28 





These proposals based on original policy 
purchased at age 30 and additional insur- 
ance at age 35. Beneficiary same age. 





4 How to determine the best 
o 


method suited to you. 





5 How to capitalize on the as- 
o 


sistance at your disposal. 





6 How to avoid the report card 
° : 
system and the time control 


method. 








7 How to know, in knowing 
o , 
how to do it,—how to actu- 


ally do it. 








Massachusetts 


100 E 42d St 


Mutual 


GENERAL AGENT 


Corner of Park Avenue 


Life Insurance 
LLOYD PATTERSON 


Company 


AShland 4-8610 
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Famous Edgewater Beach 
Hotel in North Shore Sec- 
tion of Chicago. Scene of 
Many Insurance Gather- 
ings and Meeting Place of 
Massachusetts Mutual 
Agents Association Last 


W eek. 








assachusetts Mutual Agents Ass'n 
Holds Great Meeting at Chicago 


By W. L. Hadley 


When 
the Massachusetts Mutual Life, and Mrs. 


Bertrand J. Perry, president of 


European vacation 
last Saturday midnight on the S. S. Ham- 
burg New York he carried 
him a vivid picture of the Agents Asso- 
ciation of the Massachusetts Mutual Life 
in militant action at the forty-fifth an- 
nual meeting of that body at the Edge- 
water Beach Hotel, Chicago. It was a 
happy picture for the chief of this sturdy 
New England institution as throughout 
its sessions there was a lively working 


Perry sailed for an 


from with 


out of his planned program of progress. 

It would be pretty hard to imagine a 
more popular chief executive than Presi- 
dent Perry. 


There vibrant 


of affection in 


Was a wave 
evidence for him and 
Mrs, Perry at the Edgewater Beach Ho- 
tel meeting, both from a business and 
Personal standpoint. To the position he 
occupies President Perry brought an ex- 
Perience and knowledge steeped in Mas- 
sachusetts Mutual Life traditions, to 
Which has been added his own 


as to what should be done to meet mod- 


ideas 


etn conditions and promote the success 
of his admiuistration. 

Ther were no languid moments at the 
Edgewater Seach Hotel meeting. From 
its inception each session germinated a 
fine enthusiasm. 
one 


; It seemed that every- 
In attendance took on a_ personal 
responsibility for the success of the 
meeting and vied with each other in see- 
Me that the slogan of the Massachusetts 
Mutual Life “We Serve” was conspicu- 
eusly In evidence, both spiritually and 
Manly. _ They want the Massachusetts 
“utual Life to go ahead and were pre- 


pared to put their shoulder to the task 
of turning its wheel of fortune in the 
right direction. 

More than at any other meeting this 
writer has attended the wives and daugh- 


ters of Massachusetts Mutual Life fam- 
ily folk got into the “what was going 
on at the moment” at this meeting. There 
were almost as many women attending 
the several sessions as there were men. 


President Perry Recalls Some of the 
Changes Since His Early Days With Co. 


Some idea of the handicaps under 
which the life insurance business was 
conducted three and four decades ago 
when he was a youth in different de- 
partments of the home office were told 
in an interesting reminiscent talk by 
President Bertrand J. Perry before the 
Agents Association convention of the 
Massachusetts Mutual at Chicago last 
week. Among little known incidents that 
he revealed was that he devised an 
original premium record card that has 
been in use for thirty years. He had 
been for some years in the actuarial 
department when he realized that the 
advancement there would be slow, so hx 
looked about for a better spot in the 
company. An opening occurred in the 
premium department but his immediate 
superior would not consent to his trans- 
fer. In order to grasp the opening young 
Perry worked in the actuarial depart- 
ment during the day and in the premium 
section at night. 

Some of the Differences Then and Now 

Recalling some of the differences in 
practices and policies President Derry 
said: 

“Our total receipts in 1897 were $4,707,- 
353. They were 24 times that in 1936, 
or $113,399,990. The assets have increased 
28 times, from $20,342,647 to $572,112,958. 
The total business in force on December 


31, 1897—again somewhat influenced by 
the issue gentlemen—was $109,045,660,  ~ 

“When I entered the company the en- 
tire staff—officers and clerks—numbered 
just fifty. The only ones remaining to- 
day of that group are Vice-Presidents 
Loeb and Behan, Assistant Secretary 
Barton, Auditor Stearns, Chief Account- 
ant Chamberlain, Registrar Graves, As- 
sistant Manager Howe of the renewal 
department, and Henry J. Winans, who 
has just celebrated his fifty-third anni- 
versary with the company. There were 
but four full-time officials: John A. Hall, 
president; Henry M. Phillips, secretary ; 
Oscar B. Ireland, actuary; and E. D. 
Capron, assistant secretary. Dr. F. W. 
Chapin, the medical director, came in 
for a short time around noon to look 
over the few applications that had fil- 
tered in, and which Joe Behan had pre- 
viously sorted out and surveyed for him; 
that being Joe’s particular job at the 
time. 


No Coordination in Old Days 
“About one-third of the entire office 
force, or what would now represent some 
fifteen of our twenty-six departments, 
was housed in one large room known as 
the general office. Even though the dif- 
ferent individuals almost touched elbows, 
(Continued on Page 10) 


The women were most attentive too. And 
when they came out after each session 
they could be heard discussion with other 
women what had been on the program 
Then, too, they rediscussed the matter 
with their respective husbands. It is my 
Massachusetts Mutual Life agents 
will have to do some lively stepping in 
connection with their jobs now that they 
are back home. When women get a 
thing fixed in their minds they are pretty 
apt to dwell on it until the matter is sat 
isfactorily disposed of So Massachu 
setts Mutual Life agents can look for 
ward to some good boosting from their 
own firesides as a result of the women 
attending the Chicago meeting 

Joseph C. Behan and Chester O. Fisch 
er, vice-presidents in charge of Massa 
chusetts Mutual Life agency operations, 
were constantly in evidence and on the 
job. This was so, too, of Henry Loeb, 
underwriting vice-president, and Alex. ‘1 
Maclean, actuarial vice-president 1; 
Morton Snow, medical director, was one 


Lucss 


of the most active home office folk at 
the meeting. 

The four new assistant directors of 
agencies, Lloyd Mallon, Arthur 1). Lynn, 
Charles W. Hall and Frank Howland, 


who, it is expected, will give considerable 
impetus to Massachusetts Mutual Lif 
field activitics in the months to come, 
added no little to the fine result of the 
Edgewater Beach Hotel mecting. Thes« 
agency assistants were selected after lon, 
and careful study of the c 
in that direction at the 
chiefs 

While the accompanying reproductions 
of snapshots of personalities attending 
the Massachusetts Mutual Life Agents 
Association meeting are not. inclusive 
they are a fine representation of the 
splendid body constituting this life in 


mpany’s needs 


hands of their 


surance family It was a great tonic 
to be among them for a few days and 
it is a distinct pleasure to be able to 


present this picturization 
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Pa. Federation Elects 
Stevenson President 


ADDRESSES LIFE CONFERENCE 





Cites Need For “Wealth Education” in 
Highly Competitive Field; Holgar 
Johnson Chairman 


The Insurance Federation of Pennsyl- 
vania, one of the strongest of such or- 
ganizations in the country, elected John 
A. Stevenson, executive vice-president, 
Penn Mutual, as its president last week 





JOHN A. STEVENSON 


during the Pennsylvania Insurance Days 
Conferencs Mr. Stevenson succeeds 
John S. Fisher, former governor of 
Pennsylvania 

Chairman of the Life Insurance Sec 
tion on Friday morning and toastmastet 
at the banquet Friday evening last week 
was Holgar J. Johnson, general agent, 
Penn Mutual, Pittsburgh 

Speaking at the life insurance confer 
ence on the subject, “Life Insurance 
Plays a Leading Role,” Mr. Stevenson 
pointed out that “we are in a new period 
in life insurance history” and stated that 
increased confidence in life insurance 
built up during the past few years can- 
not be depended on, in itself, to guar 
antee increased use of life insurance even 
though incomes are increasing at the 
present time. “The fact that the business 
is hazard proof doesn’t mean, in any 
sense of the word, that it is competition 
proof,” he said. Mr. Stevenson contin- 
ued in part: 

Market Analysis—Service—Education 
If we are going to capitalize on the 
combination of increased incomes and 
increased public confidence to which we 
have looked forward during depression 
years, we are going to have to analyze 
where the present market for our prod 


uct. lies; to render a type of service 
which is efficient from every point of 
view, and to make sure that the value 


of our product is kept constantly before 
the public 

Any progressive manufacturer analyzes 
the market for his product in mapping 
out his selling program. Since changing 
conditions have brought changes in the 
market of our product, it’s just common 
sense to analyze conditions in our indi 
vidual communities in order to find out 
who today’s potential buyers are 

Not only must we adjust our selling 
plans to a changing market but to a 
changing attitude on the part of the 
public which changing financial condi 
tions have brought about. A few years 
ago people whose fingers had been badly 


burnt in the stock market swore they 
would never play with fire again. Dur 
ing the years since 19290 every experi 


enced underwriter in this room has had 
clients tell him that if they had followed 
his advice they would be in a far better 
financial position and when salary cuts 
were restored again every penny they 
would lay aside was going into life in- 
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surance. But every underwriter knows 
today, too, that these “conversions” 
weren't lasting. 

We hear a great deal about the im- 
portance of “health education” right now, 
as someone has said, but what we should 
hear about is the importance of “wealth 
education,” and it’s in this direction that 
life insurance can play a leading role. 


Tribute to Life Underwriters 


I am told that among high grade un- 
derwriters there is far more interest, 
right now, than ever before in simple 
program forms which enable a prospect 
to see at a glance what his present in- 
surance will do and the additional amount 
needed to carry through his plans. This 
merely means that the leaders in our 
business are alert to the necessity for 
“wealth education” if, individually, their 
life insurance business is to keep pace 
with the improvement in general busi- 
ness conditions 

I agree one hundred per cent with the 
tribute paid to life underwriters by John 
S. Smith. vice-president of the Farmers 
Deposit National Bank of Pittsburgh, 
when he said that the $104,000,000.000 of 
life insurance in force today is a tribute 
to the American people, but even more 
a tribute to the life insurance men “who 
have made the idea almost instinctive 
among Americans.” 

It is because of what the life under- 
writers of this country have done that 
life insurance plays a leading role in our 
country’s economic system today. When 
I point out, therefore, that even though 
the life insurance investment is as haz- 
ard-proof as any investment can be to- 
day, it is not competition-proof, I am 
not in any way minimizing the impor- 
tance of what you life underwriters have 
accomplished. I am merely emphasizing 
the importance of the work which is yet 
to be done in providing “wealth educa- 
tion” for the public. 

GEO. I. COCHRAN VISITING N. Y. 

George I. Cochran, former head of the 
Pacific Mutual Life, is visiting New York 
City. 


New Book Talks About 
More Sensible Selling 


BY ENGELSMAN AND _ COFFIN 
Gives Actual iden Cases Over a Broad 
Field With Careful Analysis of 
Technique in Each 





“More Sensible Selling,” a new book 
written by Ralph G. Engelsman, gen- 
eral agent, Penn Mutual, New York, 
and Vincent B. Coffin, superintendent 
of agencies, Connecticut Mutual, writ- 
ten as a sequel to “Sensible Selling” 
which proved a best seller among in- 
surance books, is really two books in 
one. Mr. Engelsman has taken a wide 
range of typical sales he has made and 
told just what took place between him- 
self and the client; Mr. Coffin has then 
analyzed each case to bring out the 
selling ideas that made it click. 

Introductory remarks by Mr. Engels- 
man reveal that the co-authors worked 
independently of each other in prepar- 
ing the book, Mr. Engelsman wrote his 
sales stories and then shipped the chap- 
ters off to Hartford, where Mr. Coffin 
made his independent analysis of the 
sales technique in each case and then 
sent the completed chapters on to the 
publishers. As Engelsman tells thé 
story it often sounds as if he “got a 
break.” When Mr. Coffin gets through 
the reader knows that luck was a minor 
factor, and he is made aware of the 
simple fundamentals of successful sell- 
ing, skillfully executed, which complet- 
ed the sale. 

The book, published by the Rough 
Notes Co., Inc., Indianapolis, is library 
size and sells for $2. The stories in it 
cover the probable range of the average 
agent’s experience. The striking fact 
revealed through them is that selling 
essentials are exactly the same whether 
the case is large or small. 

This is not the first time that Mr. 
Coffin and Mr. Engelsman have worked 
together. They have collaborated often 
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We are anxious to pay 


BROKER? 





ARE YOU THE BROKER WHO HAS A 
COMMISSION CHECK DUE HIM 
FROM THIS OFFICE? 


Some time ago we received a telephone request from a Broker, 
to call on a client who had been referred to him as being inter- 
ested in an annuity. Our “Bob” Spaulder called on this prospect 
but was unable to complete the sale at that time. 
passed and “Bob” received a call from an attorney asking to see 
him regarding this prospect. The case was then closed and paid 
However, our files do not indicate the name of the Broker 
who asked us to make the original call. 


not know the name of the Broker, whom she has never seen. 


out this commission. 





Some months 


The Annuitant also does 
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not only in writing, but on the speaker's 
platform and = in- running insurance 
schools, Both are widely known in in- 
surance circles for their knowledge of 
the business and their ability to teach 
others. Their new book will probably 
prove a valuable addition to the library 
of the insurance agent. ; 





PACIFIC MUTUAL CHANGES 
Agency Department Reorganized Under 
Supervision of D. C. MacEwen and 

Section Heads Named 

The Pacific Mutual Life has reorgan- 
ized its agency department and placed it 
under general supervision of D. C. Mac- 
Ewen, vice-president. The department 
is to be composed of three sections: or- 
ganization, field service and statistical. 

The organization section will be headed 
by Jens Smith as general manager oi 
agencies, and F, R. Woodbury as assist 
ant. The field service section will be 
in charge of Floyd W. Forker as mana- 
ger and Miss G. M. Millar as assistant 
N. W. Albert, statistician, will head the 
statistical section. 

The agency accounting section, in 
far as actual accounting is concerned, ha 
been transferred to the general account: 
ing department with I. I. Reeve in charge 
of the section. 





NEW ALBANY MANAGER 


Robert P. Baird Has Been With Aetm 
Life Fifteen Years; Once Group 
Representative Here 

Following the resignation of Robert P 
Baird as general agent at Albany, N.Y 
Vice-President S. T. Whatley, Aetna 
Life, announces that Henry N. Lonergan 
will take over the management of that 
office. 

Mr. Lonergan has been associated with 
the Aetna Life since January, 1922, when 
he joined the company’s New York office 
as Group representative. Later he wet! 
to Los Angeles and again returned t 
New York, and during the past fowr 
years he has been identified with the 
Cincinnati office as supervisor. x 

A graduate of Brown University wit! 
a Ph.B. degree, Mr. Lonergan was fit 
associated in a business way with th 
United Fruit Co. in one of its Centra 
American branches. 


FRASER AGENCY AHEAD 
In May the John M. Fraser agent} 
Connecticut Mutual, New York City, pal’ 
for $1,121,754 new business as compart’ 
with $1,007,000 in May, 1936. For th 
first five months new business _ total 


$5,906,848 as compared with $4,2052% 


last year, a gain of 40%. 
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Canadian Officers In 
44th Annual Meeting 


PUBLIC RELATIONS STUDIED 


y. R. Smith, Retiring President, Makes 
Report; James E. Kavanagh On 
Program at Toronto 
Stress on the public relations of the 
life insurance business was laid at the 
forty-fourth annual meeting of the Can- 
adian Life Insurance Officers’ Associa- 
tion, held June 3 and 4 at the Royal 
York Hotel, Toronto, In various papers 
the efforts of the companies to improve 
health and living conditions, with ad- 
vantage to the community as well as to 

themselves, were described. 

Reports at the mecting revealed that 
membership is at its highest peak. 
Changes were discussed in the associa- 
tion set-up and in current trends and 
legislation of interest to the business 
in Canada, Evidence was noted that 
within Alberta, the people are begin- 
ning to realize that when a debt is not 
paid some one loses, and that frequently 
the losing creditor is in more distressed 
circumstances than his relieved debtor. 

V. R. Smith, Confederation Life, in 
his presidential remarks pointed out that 
the meeting was the first held under the 
revised constitution and by-laws, and 
he took occasion to review the history 
of the association. From informal local 
vatherings in the early years it has ex- 
panded to a wide membership and a 
broad program, “While providing for 
complete freedom of action to each in- 
dividual member company.” he _ said, 
“the association has assumed the _ re- 
sponsibility of endeavoring to eliminate 
all practices, unfair and improper, that 
may be the subject of criticism, and has 
endeavored to live up to the principle 
of avoiding the disciplinary measures 
of a supervisory authority by maintain- 
ing, with reason and logic, a highly ethi- 
cal standard of conduct on the part of 
all companies in their relations with the 
insuring public and with the sales 
agents,” 

Mr. Smith reviewed the problems of 
taxation, investment and administration 
with which the companies are most con- 
cerned today. 

Kavanagh Cites American Thrift 
Grattan O’Leary, editor, Ottawa Jour- 
nal, spoke on “The Statesmanship of 
Life Insurance,” declaring that the busi- 
ness might very well do a little bragging 
about how good it was. “During 1930 
to 1936 the institution of life insurance 
has practically saved capitalism on this 
continent,” he said. But he urged that 
the capitalistic system must prove its 
ability to solve the problems that made 
for unrest in these times, and that the 
mere practice of calling names would 
not offset agitation. ; 
James E. Kavanagh, vice-president, 
Metropolitan Life, spoke on “The Ser- 
vices of Life Insurance Companies Tow- 
ards Their Communities,” outlining many 
channels through which insurance men 
could work for the advancement of 
health and security, and of their own 
business. He said: “The employer of 
labor is stepping in and buying the 
goods we’ve been selling retail all these 
years. Accident, sickness, old age, hos- 
pitalization and life insurance are all 
going wholesale while the employer gets 
the premiums in painless payments from 
the employes, and makes it easier for 
the American and Canadian people to 
secure social security... . You and _ 
have been educators making the Ameri- 
can and Canadian peoples the most 
thrifty peoples in the world.” 

Banquet Speakers 
_ Reports of various committees dealt 
in detail with activities of the association 
during the past year. These addresses 
and reports occupied Thursday morn- 
ing, the afternoon being devoted to golf. 

The banquet on Thursday evening 
was addressed by B. Dussault, Minister 
of Agriculture of the Province of Quebec, 
Who attended on behalf of Premier Du- 
plessis of that province, and by Mitchell 
F. Hepburn, premier of Ontario. 


V. R. Smith Calls For 
End of Premium Tax 


TALK TO CANADIAN OFFICERS 


Says Taxes on Life Insurance Increase 
Costs to Policyholders $4,500,000 
Annually 
In his annual report to the Canadian 
Life Insurance Officers Association, V. 
R. Smith, retiring president of the asso- 
ciation, covered in comprehensive form 
some of the current trends and problems 
in the business, pointed to the past rec- 
ord of life insurance, its contribution 
to social needs, and made a strong ap- 
peal for the abolition of taxes on thrift. 
Early in his remarks he touched on 
the repudiation of obligations and was 
quick to point out that the future record 
of life companies is dependent on the 
fulfilment of contracts. He said: “It is 
fundamental that a man who is depend- 
ent upon the honesty and good faith of 
his debtors cannot continue to pay his 
creditors if his debtors do not pay him. 
Life insurance companies are not magi- 
cians. The ability to fulfil their con- 
tracts with their policyholders and to 
make the payments called for without 
deduction or abatement depends directly 
upon the willingness of their debtors, in 
turn, to fulfil to the best of their ability, 
their obligations and to make payment 
to the companies, The companies have 
assets in Canada aggregating more than 

$2,500,000,000.” 

Mr. Smith pointed out that taxation 
of life insurance premiums by the prov- 
inces increases the cost of life insurance 
in Canada by more than $4,500,000 an- 
nually. “It is idle to suggest that these 
taxes are paid by the companies as dis- 
tinct from the policyholders,” he said. 


Obstacles to Saving 


Later Mr. Smith made the statement 
that it is his belief that neither the man 
on the street nor the legislator is fully 


Canadian Life Officers 
Elect Geddes President 


The annual meeting of the Canadian 
Life Insurance Officers Association in 
session for two days last week at To- 
ronto closed with the election of G. W. 
Geddes of the Northern Life Assurance 
of Canada as president. A. N. Mitchell, 
Canada Life, is first vice-president; A. 
P. Earle, Montreal Life, second vice- 
president, and N. J. Lander, Continental 
Life, honorary treasurer. 

Past president of the association is V. 
k. Smith, general manager, Confedera- 
tion Life Association, Toronto. R. Leigh- 
ton Foster, K.C., is general counsel of 
the association; Leonard H, McVity is 
secretary and actuary, and Edna F. New- 
ton is treasurer and assistant secretary. 


conscious of how great a contribution 
life insurance mak*s to the community 
and that far from having obstacles placed 
in their way, the 3,500,000 policyholders 
in Canada should be encouraged in their 
efforts to save for their old age and in- 
firmity and to provide for their de- 
pendents. 

“The best encouragement to this,” he 
declared, “would be the abolition of the 
tax on thrift and on moneys set aside 
to provide a modest income for an in- 
dividual or his dependents—the forego- 
ing of taxes or succession duties. The 
premium tax, to which reference, in 
some detail, has been made already, is 
not conducive to saving, It should be 
gradually decreased until, in time, it is 
entirely eliminated. Income tax on con- 
tributions to pension funds to provide 
pensions of modest amounts does not 
encourage a man to be self-sustaining, 
or employers to make adequate provision 
for the retirement or ill-health of their 
employes. This should be eliminated. 

“Income tax on the principal of the 
proceeds of life insurance policies pay- 
able in instalments is unfair and illogical 
and should not exist.” 















“The MANAGER 


will SEE YOU” 


Such was the greeting to those questing 
young people who, with all the confidence 
which a background of higher education 
had bestowed upon them, made their first 
step into the business of the world. 


They were prepared for the great day 
by the foresight of a wise parent... and an 


economical SUN LIFE EDUCATION PLAN. 


Write for 
particulars opportunity. 
without 


obligation SUN LIFE < 


HEAD OFFICE® 


You can give your children this same 
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An example of press advertising recently released by the SUN LIFE OF CANADA 

















Frederick J. Williams 
Of Metropolitan, Dies 


CAREER OF UNUSUAL INTEREST 


Once a Seaman oul Trader With Indian 
Tribes on Columbia River; 


Insurance Experience 


Frederick J. Williams of San Francis- 
co, second vice-president of the Metro- 
politan Life, in charge of the Pacific 
Coast territory, died in San Francisco 
after a brief illness a few days ago. He 


Pach Bros. 
FREDERICK J. WILLIAMS 


was 56 years old. The Pacific Coast ter 
ritory supervises seven states in which 
there are seventy district offices. 

Mr. Williams was born in Andover, 
N. Y., son of a Methodist minister, and 
is a graduate of New York schools. He 
had an unusually varied career in posi- 
tions requiring courage, adaptability and 
resource before he entered the life in- 
surance business in 1905 as an agent in 
Genesee, N. Y. These activities included 
the following: Able seaman, Pacific su- 
perintendent of salmon fisheries of the 
Vancouver Packing Co., trader for the 
Canadian Navigation Co. among the In 
dian tribes of British Columbia at Rivers 
Inlet and Smiths Inlet. At the salmon 
canneries of the Vancouver Packing Co. 
he was foreman of a crowd of Chinese 
coolies. 

In telling why he became an agent he 
said: “After all my experience and ob 
servation I decided that life insurance 
would appeal to me.” He became man 
ager in Kingston, Hudson, Batavia, 
Jamestown and Syracuse, N. Y., in Prov 
idence, R. I., and was eventually made 
superintendent of agents for New York 
State, Canadian and New England ter 
ritories. His services were notable and 
he was highly regarded by the company 
Upon the promotion of Ernest H. Wilkes 
from the Pacific Coast to be second vice 
president at the home office, Mr. Wil 
liams was chosen to succeed him on the 
Coast. By 1935 the premium income of 
the Metropolitan through the Pacific 
Coast head office had reached about $42, 
000,000. 

Surviving are his widow, Mrs. Char 
lotte Mabel Norris Williams; a daughter, 
Mrs. Philip Angell, and a brother, Willis 
E. Williams of Batavia, N. Y. 

Mr. Williams was a sterling character, 
the soul of honor. His insurance vision 
was broad, his industry unflagging. No 
insurance executive could have been more 
conscientious, and his success was an in- 
spiration to others. 


BOOKSTAVER AGENCY UP 50% 

Elias Klein, manager, Jos. D. Book- 
staver agency, Travelers, New York City, 
reports an increase of 48% in new paid- 
for business for the month of May. The 
record for the first five months of this 
year shows an increase of 50%. 
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Cites Competition In 
Field Of Recruiting 


SAYS COLLEGE MEN IN DEMAND 


E. Lloyd Mallon Adivceses Milwaukee 
Managers; Says Mass. Mutual Plans 
Direct Mail Help 


E. Lloyd Mallon, agency assistant, 
\lassachusetts Mutual, addressed the 
Milwaukee Managers & General Agents 
Club last month, giving a few valuable 
tips on the subject of recruiting and 
stating that the Massachusetts Mutua! 
is planning a direct by mail campaign 
general agents of the company 
lines. Mr. Mallon took 
the place on the program of Chester O 
Fischer, vice-president of the company, 
who was unable to be present due to 
business developments. 

“The man who can help make 
come true, pointed out by Life Insur- 
ance Week advertising,” said Mr. Mal- 
lon, “must have dreams of his own and 
active ambition to make his dreams come 


to assist 
along recruiting 


dreams 


true. That is the type we need in our 
business. Those who are too old to 
dream of richer earnings are too old to 


enter the life insurance sales field as 
new recruits. It would be far beiter 
for them, for you and for the public, 
for those men to continue on in their 


present endeavor.” 

Answering the universal 
where to find the right 
for the job of selling life insurance, Mr 
Mallon related some of his own experi 
ences in general agency work. 


Much Ability Yet to Be Developed 


question of 
kind of man 


“Life insurance is by no means the 
only business,” said Mr. Mallon, “look- 
ing for wide awake young men. In this 
point, we are in competition with other 
lines of endeavor. If you want college 
men, it is necessary to do your prospect- 
ing before the boys reach their senior 
year, College placement officers have 


their eyes on the undergraduates and 
can give you valuable information and 
helpful suggestions, In some cases these 


officers will raise the point that in com- 
mercial lines college graduates begin im- 
mediately to earn an income, whereas 
there is a ooltine period in the life in- 
surance business, You can perhaps over- 
come this objection by using the plan of 
bringing the young man into your of- 
fice for a brief period.” 

Mr. Mallon spoke of the 
recruiting conscious all the time and 
pointed out the advisability of watching 
the sales tactics of young men in the 
stores where you trade with the thought 
f bringing them into the life insurance 
business. 


In closing, Mr. 


need to be 


Mallon said that there 
wealth of sales ability yet to be 
developed among agents who are already 
under contract aaa that the development 
of this latent talent may in many cases 
be even more valuable than the recruiting 
f new men 


Is a 


MUTUAL ‘LIFE | AT CHICAGO 


The National Field Club of the Mutual 
Life of New York held its twenty-sec- 
ond annual convention at Chicago on 
May 28 and 29. Among home office 


representatives who participated in the 


program were David F, Houston, presi- 
dent; Frederick L. Allen, vice-president 
and general counsel; Dwi ght S. Beebe, 


vice-president and financial manager; P. 
Maxwell Foshay, vice-president and man- 
ager of selection, and George A, Patton, 
superintendent of agencies. 


ELECTED TO COMPANY BOARD 
Graham H. Anthony, president and 
director of the Veeder-Root Co., was 
clected a director of the Connecticut Mu- 
tual Life on May 28 Mr. Anthony is 
president of the Manufacturers Associa- 


I 

tion of Hartford County, director of the 
Connecticut Manufacturers Association, 
Colt’s Patent Fire Arms Manufacturing 
Co., the Holo-Krome Screw Corp. and 
Billings & Spencer. He is also a mem- 
ber of the Governor’s advisory council 
on unemployment insurance, and the 
hinance board of West Hartford. 
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MRS. MERVIN L. LANE HAS TWINS 


Wife of Well- Sedan — Agent 


Now in Lenox Hill Hospital; Has 
Four Children 
Latest arrivals in the Mervin L. Lane 
family are twins. Names are Christopher 
and Peter. There are two other chil- 
dren, Mervin L., Jr., and Nina. Mrs. 





ROSALIE L. LANE 


Lane is in Lenox Hill Hospital and will 
soon be able to leave there. 

Mervin L. Lane is one of the best 
known insurance agents in town and a 
former general agent of Connecticut Mu- 
tual Life. He has literary gifts, and runs 
a humorous column in the paper of the 
Advertising Club of New York City. 
Mrs. Lane is also gifted, being an ex- 
pert reader of handwriting (about which 
she has written several articles) and 
is an artist. All the Lanes are musical. 














THE LIFE UNDERWRITER 
ON A CAREER BASIS 


CLIFFORD L. A\CAAILLEN 


GENERAL 


THE NORTHWESTERN A\UTUAL 
LIFE INSURAN(E (O/\PANY 


547 MADISON AVENUE 


Select “Power” As Key 
Word For Convention 


OF NORTHWESTERN 


Association of heute Will Meet at 
Home Office, Milwaukee, on 
July : 26, 27, 28 


Power Pa Succeed Is 
has been selected as the theme 
annual meeting of the 
Northwest- 
home office in 


MUTUAL 


“The Yours— 
Use It!” 
of the sixty-first 
Association of Agents of the 
crn Mutual Life at its 
Milwaukee, July 26-28, according to an 
announcement by Grant L. Hill, director 
of agencies, Agents attend the conven- 
tion entirely at their own expense. The 


associations of general, district and spe- 
cial agents, supervisors, and Chartered 
Life Underwriters in the company field 


force will hold their yearly meetings at 
the same time. 

Although the 
been completed, Mr. 
ident M. J. Cleary will welcome the 
agents July 26 and will present the 
theme. All agents attending a meeting 
for the first time will be guests at lun- 
cheon Monday noon with company and 
association honor men, Monday after- 
noon will be devoted to the subject of 
“Power of Prestige Building.” In the 
evening there will be an indoor garden 
party. 


“Power of 
subject for 


formal program has not 
Hill said that Pres- 


Effort” is the 
discussion the morning of 
July 27. Special group luncheons will 
be held at noon, and in the afternoon 
the subject will be “Power of Quality in 
Selection.” The company will tender its 
annual banquet to its agents in the 
evening 
Continuing the 


Sustained 


eeneral theme, Wed- 
nesday morning’s session will discuss 
“Power to Succeed Through.” The an- 
nual business session for the election of 
officers and standing committee will fol- 
low, and Mr. Hill will then close the 
convention with a message. 
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Fraternals Mies Million 
Juvenile Members Now 


MONITOR’S 1937 TABLE our 


Income and Siiesmete as Well a; 
Other Factual Data, Published by 
Rochester Outfit 


The annual publication of the Frater. 
nal Monitor of Rochester, N. Y.—the 
forty-third—“Statistics’ Fraternal Socie- 
ties” was issued last week. An inter. 
esting angle is the growth of juvenile 
membership in these societies. In 1937 
for the first time that membership passed 
the million member mark. These fra. 
ternal societies now have paid combined 
be nefits since organization of more than 
$5,000,000,000. Their combined assets now 
amount to $1,200,000,000. The following 
table vives the summary of the com. 
bined status of the societies: 

{Insurance in force, January 1, 

1937, including $360,313,195 Ju- 


venile insurance ....+.....eece. $6,631,362,174 
Total memberships ............. 7 Ate 000 
Total number of lodges......... 01,209 
TE okay wis acuraialete $1,191,410a¢ 
Cartel RRS aosassccepasas $23,642,225 
Certificate and contingent reserves $932,016,52) 
Benehts paid i 1996. 60.0.00000008 $124,004,247 
Members admitted in 1936...... 816,075 
Insurance written and_ increased 

Ss. arrears $635,697,964 
Total income for 1936.......... $227,148,306 
Total disbursements for 1936.... $180,549,340 


The heaviest disbursements in 19% 
were by the Modern Woodmen of Amer- 


ica. Next heaviest was the Woodmen 
of the World Sovereign Camp. Third 
was the Royal Neighbors ang \merica. 
The average age on January 1, 1937 in 


the Modern Woodmen of (Bc was 
50.53; mortality per 1,000 in 1936 for that 
fraternal 22.15. Its total income in 19% 
was $25,669,947; disbursements $19,206- 
776. Average age in the Woodmen of 
the World Sovereign Camp was 46.43; 
its income was nearly $17,000,000 in 19% 
and its total disbursements $16,000,000 
The Royal Neighbors of America had an 
income of $11,087,000; disbursements $10- 
304,000 during the year. Knights of Co- 
lumbus average age of members on Jan- 
uary 1, 1937, was 41.42; mortality was 
10.91. Its total income was $6,423,000; 
total disbursements $5,314,000. 


FISHING PARTY ON GULF 


J. C. Edwards of Macon, Ga., Takes 
Party of Sixteen Kansas City Life 
Men on Two-Day Trip 
A two-day fishing trip on the Gulf 
of Mexico as guests of the J. C. Ed 
wards agency, Kansas City Life, Ma- 
con, Ga. was enjoyed during the last 
week in May by a party of agents who 
have contributed to the record of that 
agency which places it beyond its quota 
for the year to date. This is the second 
time that Mr. Edwards has played host 

to such a party. 

Home office officials who accompanied 
the party were W. F. Boyce, assistant 
secretary; E. E, Chappell, assistant su- 
perinte ndent of agencies; Dr. J. E. Bee, 
associate medical director, and C. C. 
Hornaday, regional supervisor. : 

Agency members who made the trip 
included F. E. Bentley, Roberta, Ga.; 
S. W. Causey, Alvaton, od Russell C. 
Davison, Columbus, Ga.; P. Price, Al- 
bany, Ga.; G. A. Ivey, Pa Ft dig Ga.; 
Rk. W. Beard and H. Megahee, Moul- 
trie, Ga.; H. J. Claxton, Hawkinsville, 
Ga.; Glen Edwards, Macon, Ga., and 
J. C. Edwards, Jr., Atlanta. 





BANKERS LIFE GOOD MONTH 

The biggest May business since 1932 
was written by the Bankers Life of Des 
Moines last month with a total paid-for 
of $5,687,630, a gain of 26% over May 
business last year. New paid-for in the 
first third of the year was more than 
$26,000,000, a gain of 23% as compare 





with 1936. 
Cc. B. KNIGHT BUSINESS 
The Charles B. Knight Agency, Inc, 


Union Central, New York City, paid for 
2,939,874 in May bringing the total for 
the year to $10,615,928. During the an- 
nual May contest from April 26 to May 
29 paid volume was $3,610,115. 
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THE YOUNG MAN | 
WHO ASKED FOR AN OLDER MAN'S ADVICE 
OMETIMES a friendship develops between a tion it contains and the opportunity it offers 
S young man in his twenties and a prudent for securing first-hand knowledge through per- | 
older man. Such a friendship is a valuable asset sonal contact with one of that company’s repre- 
to the younger one. sentatives would have been of great value to me 
One of these friendships had its beginning in in my earlier years.” 
a discussion during which the young man asked “If you were to ask my advice,” he concluded, | 
his friend; “If you were twenty-eight again what “I would suggest that you look into life insur- | 
would you do with the dollars you could save?” ance carefully and learn all you can about it, | 
“I would do this,” was the reply:—“I would both as a means of providing for the future of | 
put them in a safe, long-term investment—with your family and as an ideal savings-plan for | 
the determination to change or surrender it only your own later needs. Welcome this information | 
in case of dire necessity.” whenever it is offered you, orally or in print, and | 
“Did you do that?” asked his questioner. you will never regret it.” 
“I did it to the best of my ability; but there was To young men of today, who wish to look at 
not available to me then the information which life insurance as a sound method of creating 
you may easily obtain today. Opportunities then financial reserves against future needs, The 
for obtaining advice and educating one’s self in Mutual Life offers the booklet mentioned, ‘The 
| such matters as, let us say, life insurance, were Dollar that Keeps on Growing.” 
| not so abundant as they are now.” Request it from The Mutual Life representa- 
“I have just been reading,” he continued, tive who calls on you or from the Company, at 
booklet recently issued by The Mutual Life the address given below and you will receive it 
Insurance Company of New York. The informa- promptly. 
Shon 
Gusurane : 
surance Gompany wv Mew York 
| DAVID F HOUSTON re: usdionet 
| 34Nasoau Stree, New York 
L_ 





An Advertisement by The Mutual Life Insurance Company of New York 
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Union Central Names 
Washington Manager 

RAINS WALLACE IS APPOINTED . 


Has Been With Chicago Agency of Com- 
pany for Nineteen Years; A Suc- 
cessful Producer 


The Union Central Life has appointed 
Rains Wallace, a successful producer in 
the company’s Chicago organization since 
December, 1918, as manager at Washing- 
ton, D. C., effective June 1, During his 
vears in the Chicago agency Mr. Wal- 
lace has paid for more than $7,500,000 on 
851 cases. His average annual produc- 
tion has been forty-seven cases for $412,- 
640 and in only four years has he pro- 
duced less than $250,000. 

Born in a small Tennessee town in the 
Summer of 1889 Mr. Wallace went to 
Washington with his family when he was 
8 and attended school there. He entered 
business as a salesman in New York City 
representing a manufacturer of loose leaf 
binders and resigned that job because 
he thought he couldn’t sell. Later he be- 
came a newspaper man on the Washing- 
ton Post and at the time the World 
War took him into the army he was 
back in the selling field representing a 
securities house in Tennessee. 

Immediately following the armistice, all 
of his service being as a sergeant in a 
training camp at Atlanta, he signed his 
first contract with the Union Central at 
Chicago. With that company he has 
made a fine record and won the respect 
of all with whom he has come in contact 
during his nineteen years in the business. 

A son, Rains, Jr., is an assistant in- 
structor in the department of psychology 
at Ohio State University and will re- 
ceive his Ph.D. from the University of 
Virginia this month. 


Occiden tal Life Blects 
Assistant Vice-President 


The Occidental Life of Angeles 
has elected Ira C. Cunningham, former- 
ly superintendent of agencies, as assist- 
ant vice-president of the company and 
has given him direction of the home 
office agency. His former post will re- 
main vacant. 

M. F. Branch, former manager of the 
home office agency, has been appointed 
branch office manager at Oakland, suc- 
ceeding George T. Carmona, who resigns 
to reenter personal production for the 
company. Mr. Carmona, prior to becom- 
ing Oakland manager, was one of the 
company’s best personal producers in the 
Bay area. 

Mr. Cunningham has been with the 
Occidental for thirty continuous years, 
having started as personal producer in 
Long Beach. He advanced into organiza- 
tion work, became manager of the home 
office agency in 1926, later was southern 
California division manager and was 
— superintendent of agencies in 
935 


Los 


REHABILITATION APPROVED 





Plan For Federal Union Life of Ohio; 
Sidney S. Wilson Is Deputy 
im Charge 

Rehabilitation of the Federal Union 
Life has been approved by Judge Charles 
A. Leach in the Franklin County, Ohio, 
common pleas court to become effective 
July 1. It was set up under the recently 
enacted Nichols bill. : 

The State Department of Insurance 
said it is contemplated that within 120 
days after the effective date of the plan 
all accrued death claims will have been 
paid off in full. 


The rehabilitation set-up provides for 
the placing of liens against policy re 
erves and the Insurance Department 
Aid. t is expected these liens will be 
gradually reduced so that the company 
will eventually be in a solvent condition 


The liens will be paid off from profits 
on investments made by the company. 
Sidney S. Wilson, Cleveland, was ap 
pointed deputy in charge to handle the 
rehabilitation by Robert L. Bowen, State 
Superintendent of Insurance. 
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Teachers Insurance Ass’n 
Elects Jenkins Actuary 


The Teachers Insurance & Annuity 
Association of America at a meeting of 
the board of trustees last week elected 
Wilmer A. Jenkins an officer of the asso- 
ciation with the title of actuary. Rainard 
B. Robbins, heretofore secretary and ac- 
tuary for annuities, becomes vice-presi- 
dent and secretary and Raymond L. 
Mattocks, heretofore actuary for insur- 


ance, becomes associate actuary. An- 
nouncement of changes was made this 
week by Henry James, chairman and 
president. 

Mr. Jenkins was formerly with the 


Lincoln National Life having joined that 
company in 1931 as assistant actuary. 
Later he was promoted associate actu- 
ary and most recently to underwriting 
secretary. He is a Fellow of the Actu- 
arial Society of America and the Amer- 
ican Institute of Actuaries. 

A graduate of the University of Chi- 
cago, Mr. Jenkins studied actuarial math- 
ematics at the University of Michigan, 


receiving his Master’s Degree, and in 
1925-26 studied in the graduate school 
at Harvard and was an instructor in 
mathematics. 


FINANCED BY N. Y. LIFE 

The June issue of Nylic Review con- 
tains several pages of interesting pic- 
tures showing the Colonial village at 
Clarendon, Va., near Washington, the 
first large-scale housing project built 
under the Federal Housing Act which 
project was financed through loans made 
by the New York Life. 


Clifford H. Orr Heads Slate 


In Philadelphia Association 
The Philadelphia Association of Life 
Underwriters has nominated Clifford H. 
Orr, National Life of Vermont, for 
president of the association, The an- 
nual elections will be held at a luncheon 
meeting on Thursday, June 24. 


Other officers for the association 
placed in nominations are Aaron C. 
Finkbiner, Northwestern Mutual Life, 


first vice-president; Lester U. Weaver, 
New York Life, second vice-president, 
and Henry G. Pickard, Connecticut Gen- 
cral Life, treasurer. 

The list of directors whose terms will 
expire in 1940 is headed by Alfred B. 
Levy, Equitable Society, the retiring 
president. Others are Stokes B. Carri- 
van, Provident Mutual; Charles J. 
Bower, Aetna Life; M. Roos Wallis, 
Equitable Life of Iowa; Frederick W. 
Floyd, Continental American; term ex- 
piring 1939—Joseph E. Lockwood, Home 
Life of New York. 


Louis Goldfarb Agency 
Merged With Herzberg 


Louis Goldfarb has resigned as agency 
manager for the Equitable Society in the 
Greater New York department and has 
become associated with Agency Manager 
Milton Herzberg. The change became 
effective on June 1. 

Ali members of the old Goldfarb or- 
ganization accompany him in the con- 
solidation with the Herzberg agency. 
Mr. Goldfarb will continue in supervis- 
ory work, 








SEcuRITY is such a precious 
thing to a woman...such an 
easy thing for a man to give. 
Add it to your new-found 
happiness. Some of your 
dreams may not be realized 
at once, but financial security 
for your family can start now. 

What you want to 
do is protect your fam- 
ily by assuring an in- 
come for your wife and 
by setting up special 
funds for future con- 
tingencies. Under our 
Double Duty Dollar 











+20 he onerloake the tanea 
of the furare in the 
happiness of the present. 


“and with SECURITY 
| thee endow 


Plan you can, with the same 
dollars, provide the desired 
protection for your family if you 
die, or an income for yourself 
at retirement age if you live. 

This planis backed by our Sur- 
plus of Safety and constant vigi- 
lance in the handling of our 
policyholders’ assets. 
Double Duty Dollars 
are invested dollars, 
sharing in this Com- 
pany’s divisible earn- 
ings. Itcostsnothing to 
getour DDD Planbook- 
let. Send coupon below. 


Bankers Lire COMPANY 


4 MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY. 
Established 1879. 
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Reproduction of our timely June advertise- 
ment in several magazines of national 
circulation. 








Acacia Mutual Shows 
Progress in Past Year 


68TH ANNUAL REPORT MaApe 





President Montgomery Reports Change 
in Reserve Basis from 34% to 
3% Effective Next Year 
The sixty-eighth annual report of the 
\cacia Mutual Life mailed out to policy. 
holders on May 5 shows total assets of 
the company for 1936 at $66,305,871 ang 
insurance in force at $364,821,283. The 
company’s legal reserve to protect policy. 
holders totals $61,961,462. The reserye 
for contingencies and the unassigned 
surplus is $2,364,478. Total income las 
year was $15,001,665 and total payments 
to policyholders and beneficiaries wer, 

$5,350,937. 

President William Montgomery in , 
discussion of the report directed to poli. 
cyholders of the company pointed oy 
certain changes in the company’s pro. 
cedure which have taken place in the 
past year. First among these was the 
decision of the board of directors 4 
approve a change in the reserve basis of 
the company from a 34% to a 3% basis 
effective not later than January 1 nex! 


It was voted to continue the present 
dividend scale. 
At a conference of all the branch 


inanagers of the company held in Apri 
a new manager’s contract was considered 
and unanimously adopted. The company 
had the unusual experience of having all 
of its branch managers sign the ney 
contract on the same date. It was a- 
proved by the board of directors effec. 
tive May 1. 

Other highlights of the past year re. 
ferred to in the report of Mr. Mont. 
gomery included the dedication of the 
new home office building last August, the 
reduction of age of admission to 10 year 
and the issuance of insurance for the 
first time on the lives of women, 

Mr. Montgomery said that foreclosure 
during 1936 decreased more than 52% 
in amount as compared with 1935; thy 
there were no foreclosures during the 
last quarter of the year, and that in th 
first quarter of 1937 there has been on 
one foreclosure, amounting to $6,300. 





GROUP PLAN ON BANK 





Prudential and Equitable Society Unde. 

write Plan for $24,000,000 on Na- 

tional City 

The adoption of a Group life insurane 
plan for officers and employes of th 
National City Bank, New York City, ha 
just been announced by James H. Per: 
kins, chairman of the bank’s board 0 
directors, Aggregate coverage involye 
is estimated at $24,000,000 in amounts ¢ 
insurance ranging from $1,000 to $20 
The plan is underwritten by the Equité 
ble Society and the Prudential. 





The insurance program is on a contrib 
utory basis, with the cost shared by th 
National City Bank and the insured em: 
ployes. The total number of insure! 
employes is believed to exceed the num 
ber subscribing for Group coverage ! 
any other bank. F 

More than 95% of the eligible officer! 
and employes of the National City at 
its participating banking affiliates hav 
subscribed to the plan. Because of th 
National City’s international character- 
with seventy-one branch banks in twet 
ty-three foreign countries, in addition! 
its seventy-two branches in New Yor 
City—the plan of Group protection is a 
of the most far-reaching ever written 


WOFFORD AGENCY 21% AHEAD 

Paid-for business in May for the Ha 
ris L. Wofford agency, Prudential, Ne 
York, was $401,069 as compared w 
$353,529 in May a vear ago, a gain! 
13%. Business for the first five montt 
is 21% ahead, the total being $2,5%4] 
for 1937. 





CANADA LIFE CLUB MEETS 

Members of the Canada Life Quat) 
Million Club met at the Greenbrier Be 
tel, White Sulphur Springs, for a thie] 
day convention recently. 
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Plan Entertainment 
For Commissioners 


PHILADELPHIA MEETING JUNE 21 





John A. Stevenson Heads Committee on 
Arrangements; Owen B. Hunt 
to Hold Reception 


The Vhiladelphia committee, under 
chairmanship of John A. Stevenson, 
executive vice-president, Penn Mutual, 
arranging for the annual convention of 
the National Association of Insurance 
Commissioners to be held in Philadel- 
phia June 21-25, is busily engaged these 
days completing arrangements to make 
the affair among the best ever held by 
the commissioners. 

The city of Philadelphia plans to put 
on its best dress for the occasion, Chest- 
nut Street, the main downtown artery, 
will be decorated with bunting and state 
signs, just as it was for the National 
Democratic Convention a year ago. An 
electric sign on City Hall will blaze forth 
4 welcome to the commissioners during 
the entire week. ; 

The program, as it stands at present, 
includes the following entertainment 
features: Monday afternoon, June 21, a 
fre protection display at the Betsy Ross 
House, birthplace of the American flag. 
The same evening an informal reception 
will be given on the Bellevue Roof by 
Owen B. Hunt, Insurance Commissioner 
of Pennsylvania, to which all who attend 
the convention are invited. 

Tuesday afternoon motor coaches will 


be provided for a sightseeing trip for, 


all delegates. The same afternoon golf 
privileges will be extended at the Merion 
Cricket Club and the Pine Valley Coun- 
try Club. An interesting event will be 
the Pamunkey Ceremonial at 9 o’clock 
the same night on the Bellevue Roof. 

A golf tournament at the Philadelphia 
Country Club (Bala course) following a 
buffet luncheon at the club for contest- 
ants will feature the Wednesday after- 
noon activities; and Wednesday evening 
the formal banquet in the Bellevue Ball 
Room will be held. 


L.A.A. COMMITTEE NAMED 





Life Advertisers Association Puts Four 
on Committee for Auto Accident 
Prevention 
The Life Advertisers Association has 
placed four members on the committee on 
automobile accident prevention. They 
are Arthur H. Reddall, assistant secre- 
tary, Equitable Society; B. N. Mills, sec- 
retary, Bankers Life Co. of Des Moines; 
J. J. Doyle, department of publicity, 
Western & Southern Life, and Lew 
Palmer, safety engineer with the Equit- 
able Society. Mr. Palmer was the first 
omen of the National Safety Coun- 

cil, 

Announcement was made by W. 1.. 
Jessup of the Pilot Life, chairman of 
publicity for L.A.A. Association presi 
dent is Charles C. Fleming, editor, Life 
Insurance Co. of Virginia. 





COLUMBUS MUTUAL CLUB 

Michigan business of the Columbus 
Mutual Life during the first four months 
of 1937 has shown a gain over the same 
Period of 1936 of 41%, according to re- 
ports at the annual meeting of the cabi- 
net of the Michigan State Columbus Mu- 
tual Life Club held at the Hotel Olds 
here May 22. All old officers of the 
State club were re-elected at the ses- 
‘ion. They are these: president, Myron 
Hawkins, Charlotte; executive vice-presi- 
dent, Myron A. Hawkins, Lansing; vice- 
President, Charles F. Durrand, Pontiac; 


Secretary-treasurer, George J. Dobben, 
Jackson. . 
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WOODWARD and FONDILLER. Inc. 


@ Consulting Actuaries @ 


90 John Street, New York 
Telephone Beekman 3-6799 








Henry Moir, Famous Actuary, Dead 


One of Outstanding Men in Scientific Side of Business, Often 
An Adviser on Endowment Funds; Helped With War 
Risk; Had No Enemies 


Henry Moir, who during a long, dis- 
tinguished career held all the honors 
which can come to an actuary and who 
was a man who had nothing but friends, 
died in the Strong Memorial Hospital 
at Rochester, N. Y., on Tuesday night 
following an operation for a brain tu- 


mor. He had been unconscious since 
the operation. 
At the time of his death Mr. Moir 


was chairman of the finance committee 
of the United States Life, of which com- 
pany he had been president for some 
vears. For many years he was vice-presi- 
dent and actuary of the Home Life of 
New York. He was past president of the 
Actuarial Society of America and of the 
Insurance Institute of America. He was 
a Fellow of the American Institute of 
Actuaries and the Casualty Actuarial So- 
ciety of America, a Fellow of the ‘Fac- 
ulty of Actuaries of Scotland and of the 
lustitute of Actuaries of London. He 
was a member of the Council of the 
International Congress of Actuaries. One 
of his great regrets was that he could not 
go to the International Congress of Ac- 
tuaries meeting which is being held in 
Paris this month. 
Prominent in Many Spheres 

In social life he was prominent. He 
had been president of the St. Andrew’s 
Society of New York and of the Burns 
Society. He was an omniverous reader. 

He had been consultant in many en- 
dowment funds and was frequently called 
into consultation in Washington. 

Henry Moir was a graduate of the 


famous George Watson's College of 
Edinburgh. At 12 he sometimes con- 
ducted classes for the master. He went 


with the Scottish Life of Edinburgh 
which picked him out as an honor pupil 
of the school. When 18 he passed two 
of the examinations of the Faculty of 





HENRY MOIR 
Actuaries of Scotland and qualified as 
a Fellow at 21. He became prize essay- 
ist of the Institute of Actuaries of Lon- 


don. His lifelong friend was Arthur 
Hunter of the New York Life. 
He came to New York and took a 
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OPPORTUNITY 
Is Knocking! 


general agents. 


vision, perseverance. 

















It is POUNDING on the Doors 
of Men Who are Willing to Pay 
the Price of Success 


Bankers National Life Insurance Company, a recommended Company, 
offers the opportunity of a lifetime to good men who want to be successful 


Big success carries a corresponding price tag. The price is work, initiative, 


If you feel there is no further opportunity for growth in your present 
connection; if you have a record of $100,000 of paid-for personal produc- 
tion in 1936; if you have family responsibilities and a residence in either 
Pennsylvania, New Jersey, Rhode Island, Maryland or Delaware, you 
are one of the men we want to talk to at once. 


Address WILLIAM J. STEGER 


Vice President & Superintendent of Agencies 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Montclair, New Jersey 











position as actuary of the old Provident 
Savings Life in 1901. He became affili- 
ated here with the Actuarial Society of 
America and soon knew all the famous 
actuaries of the country. 

In 1912 the mayor named him, together 
with William A. Hutcheson, vice-presi- 
dent and actuary Mutual Life, and Rob- 
ert Henderson, vice-president and actu- 
ary Equitable Society, as a commission of 
experts to supervise the new pension 
plans for all city employes and also its 
teachers. During the World War he 
was a member of a small group of actu- 
aries advising the Government on the 
proposed War Risk Insurance Bureau 
He wrote many articles of value to insur- 
ance agents. 

Mr. Moir lived in Montclair, N. J 
He left a widow and three children 
A son is an auditor with the Equitable 
Life Assurance Society. At Montclair 
he grew beautiful flowers. He was an 
ardent golfer. For several years he was 
champion of the Upper Montclair Coun- 
try Club and played in the United States 
Seniors, winning many cups and trophies 
at golf. On April 9, 1937, The Eastern 
Underwriter ran a long career story 
about Mr. Moir written by Jerome Philp 
of this paper. 


Jesse Jones and Dr. Glenn 
Frank on Denver Program 


Jesse H. Jones, chairman of the Re- 
construction Finance Corp., and Glenn 
Frank, former president of the Univer- 
sity of Wisconsin and one of the coun- 
try’s outstanding educators and speak- 
ers, are the first speakers to be an- 
nounced on the program of the National 
Association of Life Underwriters’ con 
vention at Denver. Dr. Frank will speak 
August 26 and Mr. Jones the next day 
O. Sam Cummings, national program 
chairman, made the announcement. Theme 
of the convention is “Social Security 
Through Life Insurance.” 








TRIBUTE TO ZIMMERMAN 

Theodore M. Richle, president, Na- 
tional Association of Life Underwriters, 
has issued an appeal to all presidents 
of local associations to intensify their 
efforts to bring the national membership 
to 30,000 in June as a tribute to Charles 
J. Zimmerman, chairman of the member 
ship committee. Mr. Zimmerman takes 
up new duties in Chicago this month 


ENDORSED FOR NAT’L TRUSTEE 
The Pittsburgh Life Underwriters As- 
sociation has endorsed William M. Duff, 
president of Edward A. Woods Co. for 
trustee of the National Association of 
Life Underwriters. The Cleveland As- 
sociation is backing Henry G. Wisch- 
meyer, general agent, John Hancock 








MYRICK AGENCY GAIN 
Paid-for business in the Julian S 
Myrick agency, Mutual Life, New York 
City, in May was $2,115,558 as compared 
with $1,820,754 in May, 1936. For the 
vear to date the total paid-for is $12, 
092,466 compared with $9,516,203. 


A. F. HAAS LEADERS 
Five representatives of the A. F. Haas 
agency, Mutual Life of New York, Pitts 
burgh, were listed among the company’s 
100 leading producers in April 
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Program Packed With Live Sales Ideas 
And Inspiring Talks for Three Days 


schedule for the three 
days of the Agents Association conven- 
tion of the Massachusetts Mutual Life 
at the Edgewater Beach Hotel, Chicago, 
lune 1, 2 and 3, the big opening event 
for the field force after the preliminaries 
by Alvin T. Haley, retiring president, 
who presided, and the secretary-treas- 
urer’s report by Fritz A. Lichtenberg, 
being the address of Bertrand J. Perry, 
president of the company, whose remarks 
are summarized e!sewhere. 

Recognition of outstanding records 
was given by Vice-President Joseph C. 
Behan, who expressed the company’s ap- 
preciation of the splendid achievements 
of the entire field force, and commended 
the leaders for their outstanding accom- 
plishments. Said Mr. Behan: “Your 
ability to lead this great organization 1s 
not only an asset for you, but it carries 
the challenge to continue setting the pace 
for your fellow workers. I am confident 
that vou will continue to carry your 
torches through many more years, and 
when your work is finished, pass them 
on to those who follow after you, hon- 
ored by your having been the torch- 
bearers.” 

Continuing the Tuesday morning pro- 
evram, Anthony E. Veith, member of the 
executive committee of the Agents Asso- 
ciation and one of the company’s leading 
producers, of St. Louis, discussed self- 
management, and gave valuable pointers 
from his own successful method of di- 
recting his activities both in planning 
his work and in executing his plans. 

Edward Felsenthal, one of four Mem- 
phis agents with records exceeding 240 
consecutive weeks of production, and one 
of the company’s three leaders in the 
number of policies delivered in the first 
four months this year, talked on Set- 
ting Goals and Attaining Them. 

Some of his successful work habits 
were outlined by Richard J. Katz of 
Rochester, ynder the caption “Don’t Run 
Out of Raw Material.” He spoke with 
the voice of genuine authority as one of 
the company’s six leading producers in 
the first third of 1937. 

“The importance of Being Prepared” 
was discussed by F. Lynn Lantz of the 
Wilkes-Barre agency, whose 695 con- 
secutive weeks of production gives evi- 
dence that he himself practices his 
preaching that it is vitally important to 
be prepared for each interview and its 
problems. 

The concluding speaker on the Tues- 
day morning program was Daniel Aus- 
lander of New York, habitually one of 
the company’s top-flight producers. In 
the first four months this year, Mr. 
Auslander delivered a full three dozen 
Massachusetts Mutual policies for a total 
of $672,497. Unquestionably, he possesses 
the sales art of saying the right thing 
in the right way and at the psycho- 
logical second, 


It was a full 


Supervisors Association Meeting 

Pursuing the precedent established in 
recent years, a home office clinic was 
held Tuesday afternoon, with Charles 
W. Hall, assistant director of agencies 
as chairman, various vital subjects being 
discussed by company officials and de- 
partment managers. Louis’ Levinson, 
assistant actuary, directed the clinic on 
\ctuarial Problems, while Underwriting 
Problems were discussed by Michael 
Marchese, assistant secretary. James L. 


Marchese, benefit department manager, 
led the discussion of Settling Agree- 
ments, and Ralph A. Armstrong, attor- 
ney, gave the clinic on Tax and Social 


Security Problems which have a bearing 
on life ins and annuities 

Also no Tuesd afternoon, the Super- 
vivors’ Associati held their annual 
meeting, with Richard LeBuhn of Dav- 


enport as chairman. Recruiting, train- 
ing and supervision of agents were the 
focal points of the discussion, 


Annual Banquet 


The problems of the workaday world 
were left behind as the convention dele- 
gates gathered for the annual banquet 
on Tuesday evening. Chester O. Fischer, 
vice-president of the company, presided 
as toasStmaster. As a feature of the 
occasion, President Bertrand J. Perry 
presented a handsome gold medallion to 
Assistant Secretary Robert Barton, who 
recently entered upon his second half- 
century of service with the Massachu- 
setts Mutual. Mr. Perry commended 
Mr. Barton on behalf of his devotion 
and loyalty to the company. 

Twenty-five years service pins were 
presented by President Perry to* Mrs. 
Beatrice Doyle, assistant cashier in the 
Lawrence E. Simon agency in New 
York and to the following field repre- 
sentatives who also have rounded out 
twenty-five years of service with the 
Massachuetts Mutual: Norman N, At- 
wood, Barre, Vt.; Grover Davidson, Cin- 
cinnati; Milo H. Evans, Cleveland; Wil- 
liam E, Meacham, Cleveland; J. Ed. 
Parker, Lexington A. Burt Palmer, 
Manchester, N. H.; Walter R. Harriss, 
New Orleans; Charles F. Donnelly, New 
York; and Amos D. Hutton, Wheeling, 
W. Va. 

Mr. Fischer introduced the speaker of 
the evening, Arthur Walwyn Evans of 
Rochester, who entertained his audience 
with choice bits of wit. 

Dr. Pearl Thompson, well-known os- 
teopathic physician of St. Louis, was the 
first speaker on Wednesday’s program. 

Present Sales Ideas 

Simplified program selling was dis- 
cussed by Corydon K. Litchard, of the 
Litchard and Cook agency in Springfield, 
who explained tested and proven ways 
to increase the production through the 
use of the “Massachusetts Mutual Or- 
ganizor,” which enables the agent to 
disclose quickly to the client the present 
set-up of his life insurance. 

Harry I. Davis, Atlanta general agent, 
presented the lead-off message of stories 
that make sales, and was followed by 
James W. Muir, Pittsburgh; Leslie B. 
Eby, Detroit; George H. Schumacher, 
Cleveland; and Eugene C, DeVol, Phila- 
delphia, who gave motivating stories 
taken from their own successful experi- 
ences in selling life insurance. 

Thomas P. Allen of the Long Island 
agency, in service with the Massachusetts 
Mutual less than three years, but with 
an excellent sales record, handled the 
subject “Wrap It Up,” telling how he 
makes use of direct mail advertising and 
other sales aids available to Massachu- 
setts Mutual agents. Mr. Allen gave an 
outline of his plan of procedure in carry- 
ing out his determination to be a con- 
sistent weekly producer, and “Making 
Contacts Mutually Profitable” was dis- 
cussed by Henry G. Mosler of the Los 
Angeles agency. 

The talking picture “Making a Sales 
Presentation Stay Presented” starring 
Borden and Busse concluded the Wednes- 
day morning program. 

Special C. L. U. Luncheon 

The Massachusetts Mutual Chartered 
Life Underwriters in attendance held a 
special luncheon on Wednesday, and 
under the leadership of their chairman, 
J. Hawley Wilson, discussed plans for 
promoting C. L. U.. study courses 
throughout the company’s field organi- 
zation. 

The session on Thurday morning was 
opened by H. S. Payson Rowe, bond 
department manager, who talked on the 
company’s investments in bonds, giving 


an illuminating insight of the financial 
strength of the company 

In the reverse of what actually takes 
place in an interview, M. Alexander, Jr., 
and S. Z. Oppenheimer, both of New 
York, entertained with their dialogue 
sketch, “See Me After the First.” 

Harold L. Regenstein, million dollar 
producer of the Keane agency in New 
York, gave valuable pointers on_ build- 
ing a clientele, explaining some of the 
methods which he has used to advan- 
tage. 

Under the leadership of Lawrence E. 
Simon, New York general agent, the first 
three minutes and their vital importance 
were discussed by C. Bradley Harrison, 
Pershing Square agency; Morris Land- 
wirth, Peoria; Tracy W. Evans, Cincin- 
nati; Richard N. Stouffer, Philadelphia; 
A. J. Nussbaum, Milwaukee, and W. 
Earl Davis, Baltimore. 

John D, Finlayson, Ph.D., of the Tulsa 
agency, delivered an enlightening and 
inspiring message on the subject “A Life 
Career.” 

The convention was brought to a close 
by Vice-President Joseph C. Behan in 
his characteristic genial manner, talking 
briefly on the subject “After All.” 





President Perry 


(Continued from Page 3) 


the high picket fences were very much 
in evidence. ‘You mind your business 
and I'll mind mine’ was the accepted 
policy of the day. I don’t in any way 
want to imply that our office was any 
more bigoted than any other. Not at 
all. It was simply the proper thing to 
do at that time, and while it was per- 
haps all right to learn as much as you 
could about a business, you shouldn't 
under any circumstances impart any ot 
the information or knowledge to anyone 
else. The same idea was also carried 
out as between different companies, and 
where all methods and practices were 
kept on a very secretive basis. Then, 
too, I found at once that I was right in 
the middle of a very severe caste sys- 
tem, that the officers of the company 
were on an entirely different and in- 
finitely higher plane than the rest of 
us, the commonality. Nor were any op- 
portunities lost to impress that fact upon 
us. I wish you would try to imagine 
how much coordinated activity could 
have been generated in that atmosphere. 

The equipment in the gay nineties 
was, you can well judge, extremely primi- 
tive as compared with today. The type- 
writer was practically the only thing that 
was at all comparable to what we now 
use. There was just one calculating ma- 
chine in the office, an agonizingly tem- 
veramental affair which sometimes 
worked and more times didn’t! In ap- 
pearance it resembled an old-fashioned 
music box and worked on the same prin- 
ciple, the spikes in the metal cylinder 
accumulating totals by striking lugs on 
a series of rings which represented the 
different decimal places. Adding ma- 
chines there were none, except a small 
hand affair six inches square and an 
inch thick, which counted up single col- 
umns of digits at a time. 

Practically everything was done by 
hand in a slow and laborious way. Card 
systems were just coming in and loose- 
leaf forms had hardly begun to find a 
place. Inasmuch as we were housed in 
a building that made no pretense at be- 
ing fireproof, nor that possessed metal 
equipment of any kind, a large part of 
what was used by day had to be lugged 
into the vaults every night, and be cart- 
ed out every morning. 

The fifty people who then constituted 
the working force handled—so I have 
found in a recent checkup—about the 
same number of policies and the same 
amount of insurance per capita as is 
done today. Considering the vast num- 
ber of improvements that have been 
made down through the years, particu- 
larly in the field of mechanical inven- 
tions, this present showing at first blush 





does not seem very flattering. But whey 
we compare the simplicity of everything 
of forty years ago and the complexities 
of today, we can understand why there 
has not been a tremendous change, or 
any change, in the relative number of 
employes necessary to carry on the mod. 
ern type of business. 

“I can’t, of course, begin to enumerate 
all of the difference between 1897 anq 
1937, but I would like to point out a few 
For example, one application at that time 
covered our needs. Today we have || 
appplications, besides 9 applications per. 
taining to changes, and also 8 supple. 
mentary papers. Part I contained 9 
questions. Today there are 20. Nothing 
like a blood pressure test, an inspection 
report, or an electrocardiogram was wor- 
ried about. In 1897 we used 5 different 


forms. Today we have 35. 
hat Policies Didn’t Contain 
“Can you imagine either selling or 


buying a policy that did not have a sip- 
gle one of the following provisions, as 
was the case in the year about which | 
am speaking? No policy loan agree- 
ment; automatic premium loan; extended 
term non-forfeiture provision; the right 
successively to change the beneficiary; 
reinstatement; grace period; privilege of 
changing plan of policy; entire contract 
clause; error in age; acknowledgment of 
first premium; automatic payment of pre- 
miums from dividend accumulations, 
and probably what is the most striking 
difference, no optional methods of set- 
tlement of any kind. The growth of this 
method is perhaps best illustrated by the 
statement that 29% of the insurance we 
are now issuing is payable in_instal- 
ments, and that amount which the com- 
pany is holding under supplementary con- 
tracts is $64,031,477.32. 

“The following clauses covered the en- 
tire arrangement: Suicides; incontesta- 
bility; annual dividends, but with no 
election as to their use; restrictions as 
to residence, travel, occupation, military 
and naval service; cash and _ paid-up 
values. That was the whole story. 

“Another complete change has to do 
with the matter of benefits. This was 
covered in at least 40% of the policies 
issued in that year by just one word, 
‘Estate. That is somewhat different 
from the sort of thing we have to con- 
tend with today, as you can see from 
this benefit here which by actual count 
contains 2,397 words; not, fortunately, a 
typical case. Practically all of the re- 
maining policies were payable in the 
form of ‘Mary, wife, first; Estate of In- 
sured, second.’ Occasionally there would 
be a reservation to change. The right 
to change and successively change was 
not granted until 1901. Only rarely was 
more than one beneficiary specified. 

“Of the $20,145,944 issued in 1897, $16- 
807,444, or 83.43%, was on the Ordinary 
and Limited Payment Life plans. $2,316- 
900—11.50%—was Twenty and Twenty- 
five Year Term insurance, and the bal- 
ance, $1,021,600—5.07%—in Endowments. 
Just one Single Premium Endowment 
policy for $3,000 was issued during the 
entire year and four Single Premium Life 
contracts totaling $31,000. The policies 
were written entirely with pen and ink, 
including the copy of the application and 
the cash and paid-up values. ; 

“The largest policy applied for during 
the year was $50, There were just 
four of these issued. Two of them 
came back ‘Not Taken’; one lapsed at the 
end of the first year; while the last one 
was paid as a death claim after it had 
been running for nineteen years. I can 
well remember when such an application 
came in that we would stand around 
and wonder who and what the applicant 
might be who could be thinking in such 
astonishing figures. Next in size was 
one policy for $35,000 and one for $30,000, 
both of which lapsed after one yeat. 
The $25,000 class was more popular; n0 
less than ten policies having been issue 
for that amount. Those were certainly 
the days of small policies! An inspec: 
tion of the old policy registers will show 
page after page with scarcely anything 
but one’s and two’s.” 
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EDGEWATER BEACH HOTEL 


ON LAKE MICHIGAN 
5300 Block — Sheridan Road 


CHICAGO 





Extends an Expression of Appreciation for the fine patronage 
accorded by the Insurance Fraternity. 


One hundred Insurance Organizations have selected the Hotel 
as their meeting place, many of these groups having met here 
several times. 


Location, facilities and service have made this Hotel the ideal 
Convention Headquarters for Insurance Organizations. 


W. M. DEWEY, Managing Director 
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High Quality and Wide Diversity of 
Investments Shown by Payson Rowe 


The bond portfolio of the Massachu- 
setts Mutual Life showing wide diver- 
sification among the choicest investment 
issues was described before the Agents 
Association of that company at Chicago 
last week by H. S. Payson Rowe, mana- 
ver of the bond department. Mr. Rowe 
expressed confidence in the business out- 
jook and had a good word to say about 
the future of the railroads. On the 
veneral situation he said: 

“With business approaching pre-depres- 
sion levels, it is interesting to observe 
by what means it is being financed. 
Jank credit in use is only one-half that 
of 1929, and new capital raised during 
the past few years through the sale of 
long-term bond issues has so far been 
almost negligible. The chief method of 
financing this material business expan- 
sion has been through the increase of 
government debt. The government has 
borrowed more than 22 billion dollars 
since 1929, and government agencies have 
loaned over 8% billions of this money to 
farmers, home owners, and _ industry. 
These loans, unlike bank loans, are not 
subject to quick contraction in the event 
of a recession in business and could not 
cause a drastic deflationary movement 
such as we had a few years ago. For 
this reason industry itself is in a far less 
vulnerable position than in the late twen- 
tics, and should be able to take care of 
changes in demand and supply without 
serious dislocation. On the other hand, 
business gives no immediate indication 
of entering an inflationary movement. 
Uncertainty as to the policies of the 
government, increased labor costs and 
labor troubles, threats of higher taxes, 
and caution learned in the recent de- 
pression has tempered the desire for 
expansion. In fact all signs point to 
exireme conservatism in business man- 
agement, and it is evident that any dis- 
location would be caused by factors aris- 
ing outside of business itself.” 

Discussing changes in investment trend 
as reflected by the Massachusetts Mutual 
bond holdings, Mr. Rowe said: “As 
you know, there have been practically 
no new real estate mortgages made dur- 
ing the past few years, and, therefore, 
that avenue for investment has _ been 
closed so that it has been necessary to 
invest almost all of our new income in 
bonds. To better demonstrate this trend, 
| have only to tell you that in the three 
year period, from January 1, 1934, to 
March 31, 1937, the bond portfolio of 


our company has more than doubled 
and is now about 300 million as com- 
pared with 137 million then. On _ the 
other hand, our mortgage loans and the 
real estate account have decreased from 
203 millions to 181 millions. At the be- 
ginning of 1934, our investment in bonds 
amounted to less than 30% of our total 
assets whereas now we have 58% of our 
assets represented by our bond holdings. 
In view of this change in the composi- 
tion of our total assets, the interest 
earnings we are able to produce froin 
our bond investments is of extreme im- 
portance. Upon this rate of return de- 
pends, to a certain extent, the savings 
we are able either to turn back to our 
policyholders in the form of dividends 
or add to our surplus for their increased 
protection. 

“Three years ago in 1934, we made 
investments in the long-term highest 
grade corporate bonds, that is bonds of 
railroads, power and light companies, 
and industrials at the rate of 444%. At 
the beginning of this year, the rate of 
return on bonds of the same quality was 
approximately 1% lower and in many 
cases approached 3%. The significance 
of this change is apparent to all of us. 
We could have attempted to invest in 
lower quality securities in order to ob- 
tain a higher income, but such a policy 
is unsafe and as trustees of our policy- 
holders’ funds, we cannot undertake the 
risk involved in purchasing such issues. 
We have maintained the high quality oi 
our bond list, and at the same time have 
managed to invest our new money at a 
rate of slightly under 344%. During 1934, 
we invested $44,000,000 in bonds to yield 
3.46%. In 1935, we invested $80,000,000 
in bonds to yield 3.41%, and in 1936, $100,- 
000,000 to yield 3.45%. Due to the higher 
rate of return on past investments, the 
average rate of return on our total bonds 
account is now 3.91%, but a continuation 
of low current interest rates will mean 
a gradual reduction of this average. 

“The composition of our bond account 
shows diversification both as to type of 
bond and maturity. We diversify our 
risks thoroughly and limit investment in 
any one company or issue. We attempt 
to space our maturities so that we have 
bonds coming due at regular intervals. 
In a period of low interest rates such 
as we are passing through, we invest as 
much of our income in short and medium 
term miaturities as possible since we 
hope that when these bonds are paid 


Simple Programming Necessity in 


Middle Income 


Simplified program selling was pre- 
sented to the annual convention of the 
Agents Association of the Massachusetts 
Mutual last week as a necessity today 
Mm catering to the middle income group. 
lhe speaker was Corydon K. Litchard, 
general agent of the Litchard & Cook 
Agency, Springfield. He described the 
plan as an effective simplification of ela- 
orate program selling and at the same 
time one which is an improvement over 
package selling in a competitive market 
where the buyer is demanding greater 
service. Mr, Litchard pointed out that 
rn the last eighteen months, at least a 
“ozen or more companies have brought 
out simplified program selling plans. 

Some statements taken from his ad- 
“ress are these: 

« ; 
= Certainly programming, or simplified 
a ne in which we are particu- 
aan interested at this moment does not 

essarily include auditing of policies. 
far in mind that we are considering 


Group of Prospects 


prospects who own $5,000 to $20,000 of 
life insurance, and that the outside prop- 
erty estate is usually not a factor. There- 
fore, we can dismiss further discussion 
of the outside property estate by mere- 
ly asking the prospect, “What would you 
like to accomplish with your life insur- 
ance?” In short, if we agree that the 
object of simplified program selling is to 
invite Mr. Average Policyholder to con- 
sider what he has, what he needs, what 
it will cost, and what it will do, then 
we have in this plan for the middle in- 
come group a method superior to cither 
package selling or more elaborate audit 
work, * * * 

“With the present pent-up spending 
urge seeking its level, and with more 
competition than ever for the prospect’s 
dollars, we are compelled to show clearly 
to our prospect his problem and that the 
means by which he can spend most and 
still enjoy reasonable security and peace 

(Continued on Page 20) 


Massachusetts Mutual Life Convention at Chicago 


we will be able to reinvest the funds at 
that time to better advantage. So you 
see that not all of our money is loaned 
for an extremely long period at a low 
rate, and in fact during the past three 
years we have placed 24% of our funds 
in bonds maturing within ten years, 17% 
additional or a total of 41% come due 
within fifteen years, 63% within twenty- 
five years; and of the total of 236 mil- 
lions only a little over one-third of our 
funds have been invested for over twen- 
ty-five years. 

“Our bond list is divided among four 
main types of securities. We have bonds 
of governments, railroads, public utili- 
ties and industrials. At the present time 
we have 40 millions in U. S. Government 
bonds, 20 millions in state and municipal 
obligations, and 9 millions in Dominion 
of Canada, Dominion guaranteed and 
provincial bonds. We have increased our 
government holdings in proportion to 
the growth of our bond account during 
the past two years. Our railroad bond 
investment amounts to $100,000,000 which 
is approximately 17% of our assets. In 
a period of low money rates, railroad 
bonds stand us in good stead because 
unlike the utility bonds most issues are 
non-callable and comparatively few can 
be redeemed and paid off before ma- 
turity and replaced by lower coupon 
bonds. We regard our railroad mort- 
vages as extremely sound and conserva- 
tive investments and feel that the roads 
have done an excellent job in surmount- 
ine their difficulties since 1930.” 








Motivation Factor in Every 
Sale, in J. W. Muir’s Opinion 
Few sales are made without some mo 

tivating influence either presented by 

the agent or received by the prospect 
through an experience of which he is 

immediately aware, stated James W. 

Muir of the Henry W. Abbott agency, 

Pittsburgh, at the Massachuetts Mutual 

convention in Chicago last week. “Un- 

less your prospect is motivated your 
chances of making a sale are practically 
nil regardless of a satisfactory approach, 

a logical and concise interview and cus- 

tomary closing attempts.” 

It is relatively easy to have a man 
examined even before a satisfactory in- 
terview has been possible, said Mr. Muir, 
and he is convinced that once a man 
has submitted himself to the doctor he 
has a psychological turn of mind of 
which he himself may not be aware. In 
order to dramatize the advisability of 
prepayment Mr. Muir concludes some- 
thing like the following: 

“Mr. Prospect, now that your exami- 
nation is completed and appears to be 
very satisfactory, I want to call to your 
attention the fact that actually you have 
bought nothing. That is to say, there is 
no life insurance in effect unless a set 
tlement of some sort has been made and 
I would certainly be falling down on my 
job if I did not ask you for a check at 
this time.” 


Story of Life Insurance in Action 


Told in Letter from Disabled Client 


George H. Schumacher of Cleveland, 
a member of the Million Dollar Round 
Table, read a letter from one of his 
clients before the Chicago convention of 
the Massachusetts Mutual which was a 
marvelous tribute to life insurance and 
another story from real life of insurance 
in action. The author of the letter is 
Walter C. Greene of Cleveland, who has 
spent the last six of his fifty years in a 
wheel chair. A part of the letter read by 
Mr, Schumacher is this: 

“For a long time I have been thinking 
of writing you a letter of appreciation 
for the many fine things you have done 
for me and my family. It is needless for 
me to tell you that if it were not for 
you—for the valuable suggestions which 
you gave me in connection with my life 
insurance—that' we would not be living 
where we are today, and I would have 
no life insurance in force at all. It is 
of course impossible for a person to pay 
premiums when he is not earning any 
money and, as you know, I have been 
disabled since the early part of 1931. 

“The irony of this whole thing is that 
you came to me as a stranger and told 
ine about your Massachusetts Mutual 
policies and the very fine disability, and 
you told the story so effectively and 
clearly that I followed your suggestion, 
and as your records will show, purchase 
my first policy from you in January of 
1923, and the last one in June of 1930. 
This was just about nine months before 
the spinal paralysis struck me. 

“My total insurance is $125,000 in the 
Massachusetts Mutual, and of course 
you were the representative who handled 
ali the business. You not only persuad- 
ed me to apply for Ordinary life policies, 
but you insisted on putting on the com- 
plete Disability Benefits, which means 
that in all these years of my disability 
—since June 1931—the Massachusetts 
Mutual has paid all my premiums, and is 
paying me every month $248. 


Praises Service of Agent 


“In going over my records for last 
year, I find that you paid me $666 in 
dividends (1936), and you sent me an- 


nuity checks amounting to $2,976, and 
you also paid all my premiums, which 
amounted to $4,527.51—making a grand 
total which I received from the Massa- 
chusetts Mutual, including the premiums 
you paid for me, of $8,169.51. 

“Is it any wonder that I am grateful 
to you for giving me the kind of insur 
ance I should have, and you insisted on 
giving me the complete Disability Bene 
fits, and last but not least, you arranged 
to give my family—Mrs. Greene and my 
two daughters, Betsy and Nancy, and 
my son, Cushing, guaranteed monthly 
incomes each and every month as long 
as they live, in addition to a very sub- 
stantial lump sum payment for Mrs 
Greene, which is .to serve as a clean-up 
fund, 

“Your idea on guaranteed monthly in- 
comes is absolutely sound, and, in my 
opinion, if the husband or father is de 
sirous and wants to make sure of having 
his family receive monthly checks every 
month during their lives, there is no 
other way to do it than through trust 
agreements with life insurance com 
panies. 

“You were able to sell me $125,000, 
because my wife and family came first. 
| knew that I could create an estate in 
stantly (if insurable) and it would take 
me many years to build an estate of 
the same size by speculating, or through 
a regular savings account. I own no 
stocks and I never have owned any. My 
money went into life insurance, and many 
a time I had plenty of trouble in paying 
the premiums. It is needless for me to 
tell you that I often wonder what on 
earth I would do if it were not for these 
fine Massachusetts Mutual policies which 
you so ably fixed up for me. 

“My insurance program gives me a 
great peace of mind, and it has cheered 
me on many times when I got ‘down.’ 
It just seems that I could not go on at 
all if it were not for the Massachusetts 
Mutual benefits which I am enjoying, 
and all because of your persistence, and 
because of your knowledge of your busi 
ness, and your great eagerness and de- 
sire to serve.” 
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How He Works Told by A. E. Veith of 
St. Louis, New Ass’n President 


president of the 
\gents Association of the Massachu- 
setts Mutual Life, Anthony E. Veith of 
St. Louis rates as a company leader. In 
a talk before the convention in Chicago 
last week he told how he works. He 
said in part: 

I prepare for ten contracts each day 
and maintain a daily work average of 
two selling interviews. The Diamond 
Life Bulletin daily work card is used 
exclusively. Since all my notes and ref- 
erences are made on this card, a clear 
and vivid picture of my prospect is be- 
fore me always. The card also includes 
an account of my daily expenses. This 
practice has been followed continually 
throughout my life insurance career. 

The early morning is devoted to the 
required routine office work, and_ since 
iy work is organized for the day, I 
seldom return to my office after I have 
started on this schedule. A definitely 
scheduled day’s work develops momen- 
tum in any individual if he keeps on 
the track and does not allow himself to 
be diverted. I like to believe that I am 
able to carry on because of the manner 
in which I am organized—driven along, 
as it were. To be specific, this is how 
I am prepared for the first of each 
month: 

At the beginning of each month I 
prepare a master list of everyone I in- 
tend to see including: Rate changes, 
birthdays of friends and policyholders, 
children’s birthdays, term conversions, 
audit follow-ups, contacts, interviews, 
centers of influence. 

Rate Changes. In my opinion, this list 
is invaluable. The term “rate change” 
instead of “age change” appeals to me 
far more, and actually gets better re- 
sults. This, of course, is for the reason 
that a rate change conveys the idea that 
money will be actually saved by imme- 
diate, favorable action. 

Several mailing pieces are sent to both 
policyholders and prospects who have 
rate changes. They are individual, and 
the results are unusually satisfactory. 

My daily work schedule includes, of 
course, the rate changes effective that 
day. This rate-change card also in- 
cludes details of all previous interviews. 
Such notes enable me to have continuity 
of thought and to begin my interview 
by reference to the previous one. Such 
a method, of course, makes my inter- 
view very effective as you may well 
imagine. 

Unconsciously my prospect must feel 
that my mind and thoughts are concen- 
trated on him and his problems. 

3irthdays of My Friends and Policy- 
holders. Birthday cards are sent to my 
friends, my policyholders; then, too, fre- 
quently I telephone a personal message 
or send a telegram with a white carna- 
tion. (Mr. Roger Lord’s idea.) 

Children’s Birthdays. To my policy- 
holder’s children I send appropriate 
birthday cards to commemorate the occa- 
sion. (Lolly-pops to little girls, chewing 
gum to little boys with the card “From 
your Dad’s insurance man.”) 

Term Conversions. Term policies are 
kept in mind all the time. A _ special 
effort is made to convert, at the rate 
change, a portion or all. I have no fear 
of losing a term policy but my anxiety 
is for my client that he may get his 
permanent insurance at the lowest rate. 

\udit Follow-Ups. This affords a 
splendid opportunity for making policy- 
holders insurance conscious. It builds 
confidence. It gives an opportunity to 
present concrete evidence of what insur- 
ance will do. Often, it is the first time 
the prospect senses the real value of life 
insurance and the service offered. We 
must ever be alert to develop better 
auditing technique that we may do a 
better underwriting job. General Agent 


As the incoming 





ANTHONY E, VEITH 


E. W. Hughes has said, “Please remem- 
ber, business never goes where it is not 
invited and never stays where it is not 
well treated.” With this thought in 
mind, many letters are written, frequent 


calls are made, the purpose of which is 
revision of previously made insurance 
programs, if there is some reason for so 
doing. 

In connection with this part of the 
work, let me suggest that you do not 
make an office boy out of yourself. Vice- 
President Fischer says, “Don’t do it!” 
Your sense of values should guide you 
and let you know what you can and 
what you cannot do. As an example, 
one or two of my policyholders most ac- 
tively and emphatically emphasize the 
need of vigilance on this point. 

Thank goodness there are but two. 
If there were many of a similar type, I 
would be in the market for a merry-go- 
round. 

Contacts. Now, as to the source of 
the names of prospects appearing on my 
master list. In other words where do my 
prospects originate? Whom do I see? 
My friends, who are my policyholders. 
“I do not get my business from my 
friends, but I get my friends from my 
business.” 

These friends buy life insurance from 
me. They must buy it from some one, 
and I am the logical man. Enjoying their 
confidence and being sufficiently in- 
formed of their situation enables me to 
serve them. My methods should not be 
regarded as selfish, but you might call 
it enlightened selfishness. As to this, 
I will agree on the basis “the more good 
you do for others, the more you do for 
yourself.” 

Gerald Eubank has said, “Never permit 
a nickel to obstruct your view of a dol- 
lar.” Accordingly, I am a disciple of 
the “nickel and dollar philosophy.” I 
belong to clubs, follow certain hobbies, 
all for the purpose of increasing my ac- 
quaintances and contacts. People whom 


Success in Building Clientele 
As Seen by Harold Regenstein 


Building a clientele covers almost every 
phase of life insurance business, said 
Harold L. Regenstein of the Donald C. 
Keane agency of the Massachusetts 
Mutual, New York City, in addressing 
the convention in Chicago last week. 
“Up to the point of actual consummation 
of a sale the manner of the salesman, the 
presentation of the proposition, and the 
actual closing of the deal, should all be 
accomplished in a way that will leave 
the client an enthusiastic booster,” said 
Mr. Regenstein. “The salesman must 
first be master of himself so that he can 
strengthen the qualities that make peo- 
ple like him, that attract people and 
avoid those mannerisms and characteris- 
tics that do the opposite. One must de- 
velop poise, personality, an easy manner, 
a well-produced speaking voice and, 
above all, a pleasing smile. It is very 
difficult for the most severe prospect to 
maintain a hard, outward defense, if a 
salesman presents himself and his propo- 
sition with a smile.” 

Success in this business requires con- 
stant study, said Mr. Regenstein, which 
is the reason he took a two-year course 
in business law and another in banking 
and corporate finance, not only so that 
he would understand the business man’s 
affairs and problems but it also equipped 
him to talk their language. “I believe 
that the insurance man should have a 
reasonable understanding of other types 
of business; how they are conducted; 
how things are manufactured; should 
know enough about the other man’s busi- 
ness to discuss it reasonably well with 
him,” he said. 

“I think that, more than anything else, 
in the building of a clientele, the thing 
for which most people like you and be- 
lieve in you, and want to do business 
with you, is the fact that you are sin- 
cere and honest, and that is one of the 
things that make them want to extend 
your service to their friends. No question 
of personal gain should enter into the 


ideas that you present, in the working 
out of the plan to take care of the 
prospect’s problem. 

“T recall a case, about five years ago, 
when a prospect that I had called on 
two or three times, told me he was very 
much annoyed, because, in applying for 
a $5,000 policy, through another agent, 
a rated policy had been issued. The 
man had, at that time, about $200,000 of 
insurance, all issued on a standard rate, 
and the history on which he was rated 
was a condition which existed in 1920 
or 1921. Naturally, I told him that I 
would try to adjust the matter. It took 
a great deal of time to get the right 
kind of information, as the doctors who 
had treated him in 1920, and had to be 
contacted, were located out of town. We 
followed up the case, brought the medi- 
cal information down to the time of the 
application, and when the picture was 
properly presented to the company, the 
$5,000 policy that had been given to the 
agent as a compliment was reissued by 
the same company at standard rates. 

“IT got no benefit from this transaction, 
and it was almost a year before I did 
any business with this prospect, but I 
have been amply repaid since, because in 
about four years I have written this 
man for approximately $800,000 of life 
insurance, and about $150,000 on other 
members of his firm. In addition, I re- 
ceived a great deal of publicity among 
his friends, and some business that can 
be traced to the effort expended on that 
$5,000 policy on which I made no com- 
mission. I could go on indefinitely giv- 
ing illustrations of cases where, by over- 
looking the possibility of immediate gain, 
I have eventually earned substantial fees. 
If a person is doing his job right, moti- 
vated by a desire to serve the prospect, 
he is having experience similar to the 
one I have just related, putting a great 
deal of time and effort into his job, 
with only a remote hope that he will 
some day benefit by a commission.” 


es 
you meet through a common interes 
such as a hobby or a club interest no 
only enlarge your circle of contacts bin 
increase your zest for life. They give, 
-uoyancy to your personality which 
always radiated by a group workin, 
toward a common end. Just such ney 
enthusiasm as we are creating for our 
business at this convention. Enthusiasm, 
improve your physical vigor—take 
the “I-don’t-feel-up-to-it” feeling, 

Interviews. Mine is the “Two-C,j 
System.” The first call is to get. ac. 
quainted and develop pertinent fact; 
securing all the information possible. \, 
opening at the first interview is this. 
“I represent a fine institution; one yo, 
think a lot of. May I tell you how | 
operate? My business is built on th 
solid foundation of confidence, just a, 
any other successful business. It is no 
just a method to sell policies. I mys 
have your confidence, I cannot operat 
without it. Without the confidence oj 
my clients I would be entering a ney 
business every day. First, let me assure 
you I made no inquiries concerning yoy 
1 do not want to know that which yoy 
do not tell me. Please give me one of 
your policies, and I will tell you if | 
can serve you. If I cannot point oy 
something that is of substantial interest 
and you are to judge, the interviey 
ends. May I ask a few questions? First 
what should your insurance do for you?” 

The point I wish to emphasize is that 
I want to look after his insurance and | 
want him to have splendid insurance 
service, 

I observe my prospect, making a prac- 
tice of systemmatically noticing certain 
points in the office and about the ma 
himself; the pictures on the wall or his 
desk; to form an estimate of his charac. 
ter, income, habits, and his family; his 
importance in his company and his meth- 
ods of work. 

On my second visit, I present his ideas, 
showing a plan of distribution usually 
through the means of graphing his pres- 
ent insurance in terms of monthly in- 
come, using the program which appears 
best adapted to his circumstances. Fre- 
quently, I superimpose upon the graph 
of his present insurance, other plans 
showing an increased amount of insur 
ance and what it will do. 

My calls are necessarily brief, strictly 
business, and to the point. 

Centers of Influence. Satisfied policy- 
holders are my greatest source of in- 
fluence. Such policyholders furnish 2 
great percentage of future business. 

He has accepted me as his life in- 
surance counselor. 

2. He is appreciative of the speci 
service rendered. 

3. He has complete confidence in m 
ability. 

Miscellaneous. One hundred new names 
are being circularized constantly. A cer 
tain amount of advertising is done i 
specialized magazines. Pencils, stickers 
and other small reminders are used get- 
erously. All advertising sloganizes the 
familiar line by Ruskin, “There is 10 
Wealth but Life.” 

When on vacation, cards are sent! 


awa y 


my policyholders with this message, 
“Keep this place in mind when yol 
retire.” 

Someone has said, “Obey that m- 


pulse.” A life insurance man would 5 
“Follow that hunch.” By this I meat 
if suddenly the thought comes that 
should see Mr. Smith, I make it a pot! 
to see Mr. Smith immediately. Thv 
following my intuition has frequent! 
paid splendid dividends. 

Finale. These plans have developed: 
certain philosophy for me. I know th? 
value must be put in if value in retur 
is to be expected. An endless amott!! 
of detail must be evaluated and proper’ 
taken care of. Invariably there will } 
ups and downs, and there will be timé 
when discouragement may reign, but ™ 
experience has proved time and_ tint 
again that periods of optimism follo’ 
periods of depression and further, tt 
best gloom chaser is a sincere effort a 
hard work. 
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Massachusetts 


Mutual 


Producers Give Sales Approaches 


That Click 


Simon, general agent, 
New York City, presided over a sym- 
posium on “The First Three Minutes” 
given at the Massachusetts Mutual con- 
vention in Chicago last week. Six men, 
all from different cities, gave the sales 
approaches that they are actually using 
in the field and which are bringing 
them results today in terms of paid 
business, On the program were LC. 


Lawrence E. 


Bradley Harrison, New York City : Mor- 
ris Landwirth, Peoria; Tracy W. Evans, 
Cincinnati; Richard N. Stouffer, Phila- 


delphia; A. J. Nussbaum Milwaukee, and 
W. Earl Davis, Baltimore. Some of the 
approaches given were these: 

By W. Earl Davis, Baltimore 

“Mr. Prospect, my name is Davis, 
representing the Massachusetts Mutual 
Life Insurance Company. The purpose 
of my call today, Mr. Prospect, is to get 
acquainted with you. I haven’t any rea- 
son to believe that you are interested in 
additional life insurance at this time, 
but, of course, you are still interested in 
accumulating for yourself and your fam- 
ily. Aren’t you? 

All through the years men have adopt- 
ed various ways and means of solving 
their future economic problems and those 
of their families, and while it’s true that 
these problems differ in many respects, 
I am sure you will agree that the solu- 
tion in every case may be summed up in 
just two words—adequate income. Mr. 
Prospect, many of the financial problems 
that you face and solve today may be 
impossible for you or your family to 
solve tomorrow. Isn't that so? 

“You have established certain stand- 
ards of living for yourself and your fam- 
ily that you expect and hope to maintain. 
Haven't you? Of course these standards 
require a definite monthly income, and 
you are naturally interested in the surest 
and most satisfactory method of provid- 
ing it. Aren’t you? 

“Mr. Prospect, you appreciate the fact 
that the element of time is perhaps the 
chief factor in your scheme of things 
and without a sufficient amount of time. 
your problems will remain unsolved. If 
a careful investigation and comparison 
made by yourself should show that some 
one particular plan was ideal, and could 


be depended upon to meet your every 
requirement when you quit working, or 
the requirements of your family when 


you quit living, isn’t it reasonable to 
assume that that would be the plan you 
would adopt ? 

“Mr. Prospect, we seem to be in ac- 
cord on the ideas which we have dis- 
cussed and in order that I may be able 
to present my plan in a comprehensive 
manner, | should like certain informa- 
tion that I assure you will be held in 
strict confidence.” 


By Richard N. Stouffer, Philadelphia 

“Good morning, Mr. Simon. My name 
is Stouffer and I represent the Massa- 
chusetts Mutual Life Insurance Com- 
pany \ friend of yours, John Blank, 
suggested that I step in to see you. 
Undoubtedly you know a few life in- 
surance men, but John thought that you 
would be interested in the type of pro- 
gram service we render. He expressed 
such real satisfaction at having finally 
gotten his own insurance affairs in good 
order that he even volunteered the names 
of three men, including yours, who he 
felt could be numbered among his 
friends and who are ‘going somewhere.’ 
From what I have since learned, you 
certainly fall in that category and it 
would be a privilege if I may have just 
a few minutes of your time at least to 
explain this service to you 

“We find most men have bought poli- 


in the Field Today 


cies from time to time and in varying 
amounts, depending upon their circum- 
stances. We find too that very few men 
have ever had a comprehensive plan for 
arranging their contracts so that they 
will perform a definite function for their 
families and for themselves. Mr. Simon, 
when the time comes for you to purchase 
additional coverage, would you not like 
to know that it fits into a definite plan? 
In fact, make your commitment to fit the 
picture exactly ? 

“It does not entail any long or in- 
volved procedure and it is practically 
‘painless’ on your part. Furthermore it 
doesn’t cost you anything to get this 
picture and once you have it the disposi- 
tion of it is entirely up to you. After 
all, our work is of a somewhat personal 
nature and the service we are able to 
render reflects the confidence and good 


Lire 
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will our clients are willing to 
in us. 

“Tf | can do a good job for you it is 
natural to assume that you will appreciate 
it and possibly refer me to others who 
might be interested. Please understand, 
Mr. Simon, that my sole purpose in com- 
ing to see you today is to arrange an 
interview, at your convenience. I would 
like to briefly outline our plan and give 
you a few suggestions which might not 
have been previously brought to your 
attention. Could we go into the matter 
now, or would tomorrow morning suit 
you better ” 


repose 


By A. J. Nussbaum, Milwaukee 

“Mr. Jones, Nussbaum is my name, I 
am from the Massachusetts Mutual Life 
Insurance Company. I had occasion to 
be of real service to a mutual friend of 
ours, and he suggested that I stop in and 
vet acquainted, I have no reason to be- 
lieve that you are today in the market 
for life insurance. If, however, I can 
make a suggestion or two that is of real 
value, | am sure that when you are ready 


Daniel Auslander Gives Example of 
Proper Phraseology in Selling 


Saying the right thing in the right 
way makes business more pleasant and 
more profitable, Daniel Auslander, mil- 
lion dollar producer of the Lawrence E. 
Simon agency, New York City, told mem- 
bers of the Massachuetts Mutual Agents’ 
Association at the annual convention in 
Chicago last week. In his address Mr. 
\uslander gave many examples of actual 
cases in which the proper statement 
phrased in the proper words had en- 
couraged the successful progress of the 
interview, 

“Proper phraseology, or saying ‘the 
right thing in the right way,’ must of 
necessity be relative,” said Mr. Auslan- 
der. “A phrase used in one situation 
may be entirely wrong in another, and 
vice versa.” He asked his audience to 
play the role of a composite prospect 
whom he called Mr. Smith. Some para- 
vraphs from his address are these: 

In order to obtain an audience with 
you, Mr. Smith, it is advisable to secure 
an introduction. After many inquiries 
I learn that a policyholder of mine, a 
Mr. Jones, knows you. If I were to 
call on Mr. Jones and say, “I would 
like an introduction to Mr. Smith to 
sell him some life insurance,” the re- 
sponse would undoubtedly be negative. 
Instead, if I say, “Mr. Jones. do you 
happen to know Bob Smith?” and he 
replies, “Yes, very well. Why?” I sim- 
ply say to him, “My next call is going 
to be on Bob Smith. You wouldn't mind, 
would vou, if when T talk to him, I men- 
tioned the fact that I did some work 
fer you which pleased you very much 2” 
The answer to this question, naturally, 
is favorable, 

Now I am in your office and you are 
my prospect. After the usual introduc- 
tion, if IT were to say to you, “Mr. Jones 
suggested that I call on you to look over 
your policies, or make an analysis of 
vour policies,” your reaction would proba- 
bly be negative. Instead, I say, “Mr. 
Smith, Mr. Jones thought it would be 
a good idea for me to ask you if you 
are taking advantage of all the privileges 
you are entitled to on your present life 
insurance policies.” You are immediately 
interested, aren’t you? i 

Continuing my interview, were I to 
say, “Mr. Smith, how much life insur- 
ance are you carrying?” you will un- 
doubtedly become annoyed and irritated 
Instead, I ask vou, “How many policies 
have you, Mr. Smith?” You cannot be 
offended by this question, and probably 
not knowing the number of policies you 


have will voluntarily tell me the amount 
of insurance you are carrying. 

Now, Mr. Prospect, you are going to 
proudly tell me of your life insurance 
program, how good it is and how it has 
been arranged for you. Were I now to 
say, “This is wrong, or that is wrong” 
you would be displeased. I will, how- 
ver, use the phrase, “That’s a good idea 
but may I make this suggestion?” and 
after I have made my suggestion, which 
vou might not readily comprehend, were 
I to say, “You misunderstood me,” that 
would create a bad impression, whereas 
I will please you by saying, “I believe 
I did not make myself clear.” 


Suggests a Temporary Trust 


You then tell me how _ perfectly 
pleased you were with an audit that had 
been made for you. Instead of my try- 
ing to pick it apart, IT prefer to say, 
“That is fine. I am glad that you are 
perfectly satisfied. May I ask you a 
question or two? Are your policies 
lapse-proof? In what way have your 
policies been co-ordinated? Are your 
policies payable in one sum to your 
wife, and if your wife is not living at 
the time of your death, to whom will 
they be payable? And, Mr. Smith, your 
income is to be paid to you at what 
age ?” 

You then tell me that you are leaving 
all your policies in cash to your wife, an 
insurance trust does not interest you 
because you have confidence in her abil- 
ity and judgment to properly take care 
of this money. It will be wrong for me 
to argue with you, citing actual statis- 
tics as to how soon money that is left 
in cash is dissipated, for that will only 
irritate you. Instead, I prefer to say, 
“Mr. Smith, you are quite right, and | 
am glad to know that you have such con- 
fidence in your wife. However, may I 
make this suggestion—for the first few 
months after these policies become a 
claim, she may, unfortunately, be unable 
to use her best judgment; or she may 
want time to decide upon the method of 
investing the money you have left her. 
I am sure, you will agree, that it would 
be advisable to leave this money under 
a temporary trust with the insurance 
companies, giving her the right to with- 
draw all or any part of the principal, 
whenever she may wish. On a sizeable 
amount of insurance the interest that 
will be earned will amount to a consid- 
erable sum, which interest might other- 
wise be lost.” 


es 


to buy | will be given fair consideration, 
If you can give me three minutes of your 
time now, I can assure you that the 
worst that can happen is that you will 
get a lot of mighty valuable information 
for the little time I ask you to spend, 

“What I want to discuss with you and 
to point out to you is the effect that 
taxation is going to have on your estate, 
the approximate amount of shrinkage 
that will occur and how to keep it down 
to a minimum. I would like to assist 
you by showing you how to accomplish 
the best results with the least cost to 
yourself and to your heirs. It is a mat- 
ter of vital importance. I will admit 
I’m doing this for a very selfish purpose, 
because when I am through | know you 
will be so well pleased that not only 
will you do something about it yourself, 
but you will be happy to recommend me 
to your friends, 

“Now, here is the information I will 
require. First, 1 would like you to get 
all of your life insurance policies to- 
gether so that I can look them over and 
see if you have taken advantage of the 
various options available to you, so that 
both you and your family will derive the 
maximum benefits possible through this 
medium. Then, I will require informa- 
tion as to the names and ages of the 
different members of your family. I will 
want to know something about your 
property aside from life insurance. 

“Having all of this knowledge I will 
then be in a position to carefully study 
your situation and come back here with 
suggestions and recommendations which 
I feel sure you will be happy to carry 
out.” 


By C. Bradley Harrison, New York 


“Mr. Jones, my name is C. Bradley 
Harrison and | am a special agent of 
the Massachusetts Mutual Life Insur- 
ance Company of Springfield. A_ few 
days ago my appointments brought me 
to the office of a neighbor of yours, a 
man of affairs like yourself. I had 
scarcely told him who I was and _ the 
nature of my business before he said to 
me: ‘Mr. Harrison, I’m not interested 
in buying any more life insurance. | 
have plenty.’ I said: ‘Mr. Doe, that is 
the reason why my company felt that I 
should come to you—because you are 
not in the market for insurance and par- 
ticularly because you have what you call 
“plenty.”’ I’m telling you this because 
I've been told that your situation is so 
much like this other man’s I speak of. 

“You see, Mr. Jones, your present life 
insurance policies are your most valuable 
property and it would be a pity if you, 
at no cost to yourself, do not arrange 
to take full advantage of all their avail- 
able benefits. The component parts, for 
example, of a Rolls Royce car are the 
best in the world but they are value- 
less as an wr without proper 
assemblage. And so I said to this other 
man as I say to you now—there are 
just four questions I would like to ask 
you. If your answers, Mr. Jones, are 
‘Yes’ to all four questions then I can 
be of no service to you at all, but if 
your answer is ‘No’ or ‘I don’t know’ to 
any one of the four iol tes then | am 
certain that I can put money in your 
pocket or your family’s. Isn’t that fair, 
Mr. Jones? Then here are the four 
que stions: 

“Is your life insurance lapse proof? 
“Is your life insurance judgment proof? 
“Will the proceeds of your life insur- 

ance be exempt from all estate tax? 

“Does your life insurance guarantee | a 
return to your family of 12% per year! 


By Morris Lendwirth, Peoria 

Good morning, Mr. Addison. My name 
is Landwirth. I presume you are mat- 
ried, Mr. Addison. No? You say you 
are single? Then I’ve got just the thing 
for you. T have something to discuss 
with you that I’m sure you'll be_ inter- 
ested in. What is it? It’s a Savings 
Plan—the finest thing I know of today. 
Are you able to save any money now: 

(Continued on Page 20) 
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National Organization 
Honors F. L. Rowland 

AWARDED N.O.M.A. FELLOWSHIP 

E. H. Conarree a Metropolitan a 
Speaker at National Office Man- 


agement Association 


National 
held in 


annual banquet of the 
\ssociation 


At the 
Office Management 


Chieavo this week Frank L. Rowland, 
executive secretary, Life Office Manage- 
ment Association, had conferred upon 


him the N.O.M.A. Fellowship, a distine- 


FRANK L., 


ROWLAND 
awarded only 
eighteen year 
organization, 


tive honor which has been 
three other times in the 
history of the national 

Formerly an officer of the Lincoln 
National Life, Mr. Rowland was the 
instigator and one of the founders of 
the Life Office Management Association, 
which was organized in October, 1924. 
At that first meeting he was elected sec- 
retary and in later years became execu- 
tive secretary, opening offices for the 
association in New York City two years 
ago. When a student at the University 
of Michigan, Mr. Rowland organized 
the Commerce:Club there. He was a 
founder of the National Association of 
Office Managers and has served on the 
executive committee of the American 
Management Association. 


Reports on Survey of Companies 


\ life insurance man on the program 
for the three-day conference of the Na- 
tional Office Management Association 
was E, H. Conarroe, policyholders ser- 


vice bureau, Metropolitan Life. Mr. Co- 
narroe is director of manag ement service, 

His address was based largely on 
factual material developed through a 
special survey of approximately fifty rep- 
resentative concerns conducted by the 
bureau, in cooperation with the N.O.M.A. 
The purpose of this survey was to ascer- 
tain the manner in which the office 
manager’s job is interpreted and the 
functions assigned to this position in 
business organizations. 

Mr Conarr said in one 
address “From the standpoint of gen- 
eral organization perhaps the most sig- 
nificant point developed from this study 
is the increasing importance of the con- 
troller in the office management picture. 
There appears to be a growing tendency 


part of his 


to tie up these two activities, either by 
having the controller serve in the dual 
capacity of chief accounting executive 


having the one 
responsible for office man- 
functions report t the con- 


and office manager or by 
immediately 
agement 


troller. 
“Five insurance companic included 
in this survey reported that the execu- 


office man 
ies the title of vice- 


tive with final authority on 
agement matt ers Carr 
president.” 








Northern N. J. Mgrs. And 
Gen’! Agents Meet in Newark 


And Organize Association 


Following a luncheon on Monday 
which Charles J. Zimmerman gave in 
honor of Frank M. Minninger, Jr., who 
has just been made manager of the 
Newark branch office of the fuaiaame 
cut General Life, and John Ramsay, who 
succeeds Mr. Zimmerman as Newark 
general agent for the Connecticut Mu- 
tual Life, temporary plans were made 
for a general agents and managers as- 
sociation of life offices in northern New 
Jersey. 

O. L. Gooding 
general agents 
Life, was made 
and Ernest 1), 
retary. 

The first meeting of the newly formed 
association will be held early in Sep- 
tember, when by-laws and the constitu- 
tion of the association will be drawn up. 

The object of the association is to 
promote good - fellowship among the 
general agents and managers of life in- 
surance offices in northern New Jersey, 
and to give such information that. will 
prove valuable to them. 


DR. MANES TO TEACH IN U. S. 
Dr, Alfred Manes, retired honorary 
professor, University of Berlin, and for 
the past year with the University of 
Indiana, has decided to continue his 
teaching in the United States for an- 
other year. He has had several invita- 
tions to go to South American countries. 


Gooding & 
Northwestern 
temporary 
Finch, Jr., 


Rowley, 
Mutual 
chairman, 


acting sec- 

















OUR LEADERS 


1. Low Cost Preferred Risk 
Ordinary Life—Family Income—Adjustment 
2. Retirement Income Endowments 
Income @ 55, 60, 65 or 70 
3. Juvenile Education Endowments 
4. Attractive General Agent's Contract 


PHILADELPHIA LIFE INSURANCE COMPANY 
111 N. Broad Street, Philadelphia, Pa. 











UNION CENTRAL SALES PLAN 


Following the 
Security Act, the Union Central 
has announced a new sales plan desi 
to take the 
the heightened public interest in 
social security provisions of the Fec 
government, 
account book, one page 
for calculating the prospect’s annual 
ments and the amount of monthly 
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TO HONOR F. F. WEIDENBORNER 


A special campaign to make its 
paid production establish a record mo 
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ly high for the two-year Leaders Club 
period from July 1, 1935, to June 
1937, in honor of Superintendent 
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been originated by the agencies of 
Guardian Life. 
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MODERN LIFE INSURANCE SINCE 





STATISTIC 


A figure sleuth has discovered that the average length 
Hi of service of Mutual Benefit men (excluding new 
| men) who attended the 1936 Agents’ Convention was 
I something over thirteen years. An analysis of the 
| “composite man” of this group shows that he began 
| his service shortly after the post war depression, made 
| “good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
| the Company with which he is associated. 
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MUTUAL BENEFIT 
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Sales Approach 


(Continued from Page 18) 


You say you are not? Then this plan 
is just what you need. It’s a savings 
plan that will give you all the things 


eee people sn and save for. 


How does it work? All you have to 
do is determine what amount you can 
reasonably save every week—two, three 
or five dollars. You save this amount 
regularly and make your deposits every 
month. Or, if you prefer, every three or 
six months, with the idea in mind of 
building this savings fund just as long 


as you are able to. If you continued to 
age 60, for example, and saved $5 per 
week, you could withdraw $8,206 in cash, 
or, if you preferred, we would pay you 
$54.96 per month as long as you live. In 


addition, for each $1.15 of weekly sav- 
ings we'll give you $1,000 of life insur- 
ance, so that if you saved $5 per week 


you'd have over $4,000 of life insurance 
protection with your savings plan. 

No, I’m not trying to sell you life in- 
surance. This savings plan was brought 
out by the Massachusetts Mutual Life 
Insurance Company, and includes life in- 


surance protection at virtually no cost. 
Forget about the life insurance for the 
moment. Think about saving money, 


having a reserve fund, a retirement in- 
come for life, and then I can do you a 
real service. Now let’s figure out how 
much you can save and I'll show you 
exactly what this plan will do for you. 





Simple Programs 


(Continued from Page 13) 


of mind is through programmed life in- 
surance. Just trying to sell Mr. Average 
Policyholder another policy won't regis- 
ter. Elaborate program and audit work 
is too cumbersome and expensive for the 
market involved, * * * 

“The 


seven 


is built on five, six or 
such as cash for 
children are 
for life, 


program 
major points, 
clean-up, income while the 
growing up, income to the wife 
college education, and retirement. Some 
plans include special income for a re- 
adjustment period of a year or two, and 
a provision for mortgage elimination 
sasically, however, all plans are the 
sane. From the selling point of view 
they are all on a two-interview basis— 
the first interview fact-finding, and the 
second interview an attempt to sell life 
insurance to make up the deficiency 
which has clearly been made obvious. 
“Let’s not lose sight of the fact that 
knowledge and skill are two different 
things. You may have complete knowl- 
edge as to how a good job of simplified 
program selling should be done, but you 
may not have acquired through long 
hours of application the skill to do it. 
Therefore, regardless of the physical 
material presented to the prospect such 
as printed matter, it would appear that 
the important thing for the agent to 
possess is the skill to deftly move through 
the various steps of simplified program 
selling.” 


LONDON LIFE OFFICER DIES 

B. R. Modeland, secretary of London 
Life branches in Toronto, died June |! 
from injuries received in an automobile 
accident a few days previous. 
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Engelsman Thinks That Two 
Dinner Meetings Enough Each 
Year For Local Association 


In his annual report retiring president 
Ralph G. Engelsman of the Life Under- 
writers Association of the City of New 
York, made several recommendations. 
He said that while the free Fall lectures 
and Spring educational courses were 
helpful and valuable to members of the 
association he thought perhaps there 
were too many of them and suggested 
that in the future these educational ac- 
tivities be somewhat curtailed and, in- 
stead of being free, a charge of, say, $1 
for a series of lectures be made. 

He discussed the success of the sales 
seminar under the leadership of Abraham 
Rosenstein and Harold Taylor and the 
annual sales congress. under the commit- 
tee, chairman of which was H. Arthur 
Schmidt. He said he could not speak too 
highly of the efficient planning, especially 
the sales congress. In discussing public 
relations, chairman of which committee 
was Lloyd Patterson succeeding Thomas 
Murrell, he said both had done outstand- 
ing jobs. ; 

Another committee he praised was that 
for community cooperation headed by F. 
Ellsworth Baker. Thirty-five organiza- 
ons in the metropolitan area were ad- 
dressed as a result of this committee. 

Life Insurance Week under chairman 
Clifford L. MeMillen also came in for 
praise. : aye 

Present membership of the association 
is 1,860. 

Mr. Engelsman thinks there should be 
two dinner meetings during the year, one 
at the opening and the other the annual 
banquet. Otherwise, it would be advisa- 
ble to have the monthly meeting a 
luncheon affair. 





New Officers Elected By 
Local Life Underwriters 


The complete slate of officers as an- 
nounced during Life Insurance Week 
and printed in full in The Eastern Un- 
derwriter of May 21 was elected by the 
Life Underwriters Association of New 
York City this week. An addition to 
the list is John P. Jonnotta, Massachu- 
setts Mutual, on the executive commit- 
tee replacing a withdrawal. 

Arthur V. Youngman as president and 
Lloyd Patterson, chairman of the exec- 
utive committee, hold the key positions 
in the association. Vice-presidents are 
Harris L. Wofford, Prudential; Diede- 
rich H. Ward, Union Central, and Robert 
B, Skillings, Home Life of New York. 
Louis A. Cerf, Jr., Fidelity Mutual, was 
re-elected secretary-treasurer. ; 

A graduate of Williams College in 
1922, Mr. Youngman started as a sales- 
man in the wholesale coal business but 
left that field three years later to enter 
the L. A. Cerf agency, Mutual Benefit, 
New York City. During his first year 
he paid for $450,000 and steadily in- 
creased his production to a million a 
year, 

Continuing with the DeLong agency he 
was given supervision of a group of 
agents and early in 1935 was made sales 
promotion manager, having particular 
charge of a division of young men in the 
agency. At the same time he maintained 
his position as one of the leading pro- 
ducers in the Mutual Benefit. 

In the New York Association he has 
served as a vice-president and this year 
was chairman of the executive commit- 
tee. In previous years he has been on 
several important committees, serving as 
chairman of the sales congress and mem- 
bership committees among others. 

Lloyd Patterson was an architect be- 
fore he entered life insurance. With the 
Massachusetts Mutual he was appointed 
general agent in 1925 in the Keane- 
Patterson agency, New York City. Two 
years ago he became general agent of 
the Pershing Square office at 100 East 
Forty-second Street. 

In the association he has served on 
the executive committee since 1932 and 
this year was vice-president. He has 


N. Y. Meeting 


(Continued from Page 1) 


looked to them too much like domination 
by a self-perpetuating group. Arthur V. 
Youngman, Lloyd Patterson, Franklin H. 
Devitt and others thought that the new 
constitution should go through. After 
about two hours of debate the ballot cast 
was 278 for the constitution and by-laws 
and 254 against. While this was a ma- 
jority vote it was not enough as two- 
thirds of the membership would have to 
be voted in the affirmative in order to 
have the constitution and by-laws adopt- 
ed. Thus the vote was a victory for the 
time being for Messrs. Eubank; Riehle 
and their voting associates. 

In view of the fact that the executive 
committee’s constitution and by-laws did 
not get the required number of votes 
the subject will come up again. Mr. Eu- 
bank moved after the recording of the 
vote that a new committee be appointed 
to redraft the present constitution and 
by-laws, and that it be appointed by the 
incoming president, Mr. Youngman. The 
motion was that the membership of the 
new committee should embrace all kinds 
of production representatives—managers, 
general agents, superintendents of pro- 
duction and so on. 

No Real Mud-Slinging 

All those attending the meeting Tues- 
day who thought that personalities, alle- 
gations, excitement would rule the after- 
noon were disappointed. The talks were 
delivered with dignity, arguments pre- 
sented with clarity. About the most sav- 
age statement made was comparing the 
former presidents, accused of dominat- 
ing the executive committee and nomina- 
tion committee, as being “Nine Old Men.” 
Having so many former presidents was 
designated as inadequate, out of date, 
blocking the march of progress. The de- 
fenders of the proposed constitution made 
this statement: 

“If there is merit to the claim that 
it is wrong to permit the active past 
presidents, constituting the nominating 
committee, to dictate the policy of the as- 
sociation through the selection of nom- 
inees, how much more distasteful will it 
be to have that selection made by po- 
litical climbers. Is it not better to have 
an independent and uncontrolled experi- 
enced nominating committee, with no 
personal gain at stakes, than to have a 
nominating committee appointed solely 
by one man as was proposed by the op- 
position ?” 

The expression “political climbers” was 
immediately picked out for refutation by 
Messrs. Riehle and Eubank. Both de- 
nied that they were pulling off any poli- 
tics. Each said he had no ambition to 
head the local association. They did want 
rotation because it meant bringing in new 
blood. Both said they had the good 
wishes of the association close to their 
hearts; the last thing they would have in 
mind was any action which might dis- 
rupt it. 

Mr. Eubank thought that the associa- 
tion is operated by the nominating com- 
mittee by some ten men in the associa- 
tion—former presidents. He had no criti- 
cism to make of those men, but he was 
against self-perpetuation of these men 
on the committee. 

Proponents of the proposed constitu- 
tion including Diederich H. Ward, Union 
Central; Charles E. Bartlett, Metropoli- 
tan Life (who are members of the ex- 
ecutive committee), declared that they 
had never seen any evidence of former 
presidents attempting to use their posi- 
tion in committee for their selfish ends. 
Albert Hopkins, Penn Mutual, saw no 





been chairman of several committee and 
handled publicity for the 1937 Life In- 
surance Week here marked by the special 
insurance supplement in the Herald Trib- 
une May 16. His activities have well 
qualified him for one of the most impor- 
tant posts in the association. 


APPOINTED IN BERKSHIRE 
Herbert C, Dunkley, formerly with the 
Montreal Life, has been appointed assist- 
ant actuary of the Berkshire Life. 
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political maneuvering in the association. 

Julian S. Myrick took the position that 
the New York association, largest in the 
country, is directed by officers and mem- 
bers of the executive committee who have 
given unselfishly of their time, wisdom 
and experience. The past presidents have 
had the actual experience of directing 
committees; as a result of their experi- 
ence they can walk boldly and confidently 
where others can only crawl and feel 
their way in the darkness of inexperi- 
ence. He discussed his own long ob- 
servation of the association. 

Lloyd Patterson, new chairman of the 
executive committee, called attention to 
the fact that those present had just voted 
for the new officers. They could have 
voted down the committee’s nominations 
if they had so desired, but they didn’t 
do so. He was for the new constitution 
because he felt it was helpful to the asso- 
ciation. Without mentioning a name he 
said he had heard one man who had 
said that if he did not have his way in 
defeating the new constitution and by- 
laws he would “split the association wide 
open.” He couldn’t understand that at- 
titude. He was opposed to personal am- 
bitions of one man if that man wanted to 
run the association his own way or try 
to wreck it. In his opinion the organiza- 
tion is sound, honest and non-political. 

In a memorandum distributed at the 
meeting the pro-constitution men_ said 
that the past presidents do not choose 
the officers. They merely weigh the rec- 
ords of prospective candidates and select 
those who are best qualified. These are 
presented to the executive committee as a 
whole for modification or adoption. “Even 
now the final vote rests with you, the 
general membership,” the memo said. 
“The past presidents, by virtue of their 
activity and continuity on the executive 
committee, can distinguish “between 
those who merely talk and those who 
act. A minimum of words and a maxi- 
mum of achievements is what counts.” 

The volunteer committee against the 
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new constitution’s adoption said that un- 
der the document one-third of the execu- 
tive committee will still be former presi- 
dents and life members. “Then a _ par- 
ticular group of these same ex-presidents, 
constituting the entire membership of 
the nominating committee, will be select- 
ing the additional members, constituting 
the entire membership of the nominating 
cominittee, will be selecting the additional 
members—their own associates—for the 
executive committee. This appears to be 
a partisan, reactionary, inadequate, out- 
of-date idea. It does not aim.to give 
control of the executive committee to 
the membership at large where we main- 
tain it belongs.” An examination of 
all the life underwriters’ associations 
throughout the country, including the 
twenty largest ones, shows that in no 
case do all former presidents sit on the 
executive committee in perpetuity, and 
in no case do the former presidents con- 
stitute the nominating committee, says 
the volunteer report. Answering those 
advocating the new constitution the re 
port said: “It is contended by the so- 
called volunteer committee that no other 
underwriters’ association has yet done 
things as we do. Right. That is per- 
haps one of the very reasons why our 
association is the largest, the most solv- 
ent financially and has accomplished more 
than any other association in the coun- 
try.” 

Among those who talked, one side or 
the other, were K. A. Luther, Aetna; 
Rudolph Recht, Northwestern Mutual; 
Franklin H. Devitt, Equitable; E. J 
Sisley, Travelers; Elias Klein, Travelers; 
Harold Taylor, Mutual Life; C. Lamont 
Post, broker; Robert B. Skillings, Home 
Life; Benjamin Sallinger, Mutual Bene 
hit. 


RETURNS FROM FAR EAST 
Dr, Frank B. Baldwin, associate medi- 
cal director, United States Life, and 
vice-president and medical director of the 
Asia Life of Shanghai, returned to New 
York June 4 after several years in the 
Far East. 
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say 6 f the South Philadelphia National Bank 
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Insurance Woman on World Tour 
In Paris en route to the Orient early 
this month was Florence Devereux of 
Alexander & Baldwin, Honolulu, one of 
outfits in 


large 


commercial 
leaders in a 


the outstanding 
the islands, being 
number of activities. 


Miss Devereux, who has entertained 
many insurance men and their wives 
while they were in Honolulu, is an in- 


telligent, hard-working young executive 
who has a splendid grasp of insurance 
matters. Some time azo she decided 
to take a tour of the world; saved up 
some vacation periods, and embarked 
on the trip. She is carrying with her a 
letter of introduction from the Governor 
of the islands, with his gold seal stamped 
at the bottom, and describing her as one 
of the most highly regarded business 
women in Honolulu. While in New 
York City she was shown the sights of 
the city by Mr. and Mrs. Wilfred Kurth, 
Harold V. Smith and some others of 
the Home fleet, Alexander & Baldwin 
being representatives of the Home. In 
Paris she was entertained by represent- 
atives of the American Foreign Insur- 
ance Association, 
+ + 
London Lowdowns 

H. S. Milligan, the new manager of 
the North British & Mercantile, is one 
of the most distinguished looking insur- 
ance men in London, He has a diver- 
sity of interests, the theatre being one 
of them, One of his associates and best 
friends was John Drinkwater, who wrote 
the play “Abraham Lincoln.” Drink- 
water was one of a long list of famous 
men in the literary, or dramatic literary 
world, who once worked for an insur- 
ance Company. 

American managers who were in Lon- 
don during the Coronation had no diffi- 
culty in witnessing the parade as all of 
the insurance companies had buildings 
in the West End where the parade 
passed. 

Most of the directors of the insur- 
ance companies saw the parade from 
the buildings of their insurance com- 
panies, and not from clubs. An_ ex- 
ception were the directors of the Eagle 
Star as most of them were in West- 
minster Abbey. 

_J. Dyer Simpson and Fred J. Wil- 
liams, general managers of the Royal- 
Liverpool Group, were in their seats in 
the Royal Building, St. James and Pic- 
cadilly, at 6.30 oclock in the morning. 
One reason why all the insurance peo- 
ple and clubmen got to their places so 
early was through arrangement with 
the police department, The police told 
the business people and clubs that if 
they would have all in their seats at 
7 o'clock in the morning they would 
give all seat holders a brown police card 
permitting them to arrive later, but that 
they were not to be used unless abso- 
lutely necessary. This was soon seen 
to be good judgment as the few late 











arrivals had an extremely difficult time 
vetting through the crowd on the side- 
walk in the short journey from the curb 
to the building. Hundreds of thousands 
of people stood all night in the streets. 

The Americans visiting London were 
thrilled by the street scenes on the night 


of Coronation Day and for the next 
three nights thereafter. The streets 
were turned over to the people until 


2 o'clock in the morning, motor cars 
being barred. The street crowds parad- 
ed back and forward, singing songs and 
dancing in the middle of the streets. 
It was the first time I had ever seen 
dancing in the streets and it was tre- 
mendously impressive. 

There was a tremendous rush by the 
cinema companies to show the Corona- 
tion pictures, and those who got the 
most applause were the King, Queen, 
the Queen mother, little Princesses, 
Premier Baldwin, the Canadian mount- 
ies, the Australians and the Indian 
Princes. I noticed that the Duke of Wind- 
sor was not being shown on the screen 
when I was in London, Reason is that 
all efforts are now directed to building 
up to the present King. He is very much 
like his father—common sensed, agree- 
able, lover of family, non-spectacular, 
the kind of ruler they want. The Queen 
is popular and Princess Elizabeth and 
Princess Margaret Rose are tremendous 
favorites, 





* * * 


A Mid-Atlantic Letter From Walter 
E. Schram 


There are sailors and sailors. Some 
hardy souls, with a knowledge of navi- 
gation and a thirst for adventure, will 
charter a small boat, an overgrown tub, 
and with a hardy companion set. sail 
for far distant shores. Others are bored 
on palatial steamers; can hardly wait 
for the ship to land. In another group 
are the passengers, who find the trip 
consisting of a series of experiences 
either akin to a week or ten days’ con- 
tinuous visit to a dentist’s office or of 
strange reactions to experiences which 
would not be disturbing on land, such 
as the mere act of eating or of keeping 
one’s balance. When a sailor of the 
last mentioned category has a_ splendid 
sense of humor he can pen a_ pretty 
vivid description of his trip. And that’s 
the kind of letter T have received from 
Walter E. Schram of The Eastern Un- 
derwriter staff, written en route to 
Europe on the M/S Batory of the 
Gdynia - Ameryka_ line. Says Sailor 
Schram: 

“T’ve come to the conclusion that 
there are just two kinds of yaps who 
travel on boats: those who are sick and 
those who are not; in other words, the 
much talked of minority. 

“T started to write this yesterday, but 
the sea and the ink were too rough. 
This motorbarrel rolled constantly until 
Sunday morning. Then it was clear for 
a while and then we ran into fog until 
Tuesday forenoon, when it cleared again 
and a breeze came up, after which we 
began rolling again. They had taken 


the iron shutters off the bow windows 
on the sun deck, but they put them 


back on again, and it kept getting 
worse. All night it blew and _ all 
Wednesday and half of Wednesday 


night. 

“Some people were sick Sunday but 
Wednesday hardly anybody showed up 
for breakfast, At 10 o’clock the mu- 
sicians tried to play, but the violinist 
couldn’t stand up; so they all quit. 

“The water kept soaking the sun 
leck and leaking in the windows on 
the side when it splashed up there, I 
was sitting in a wicker chair in the 
saloon (living room) on the sun deck 
and the chair turned over sidewise and 
dumped me on the floor, Two men 
came to help me and they fell down, 
too; so the floor was covered with us 
and a lot of broken English. 

“It isn’t any too easy to write now, 
but there’s no sea running. I don’t 
know just how bad it got because I’ve 
never been on the ocean when the ocean 
was as bad as it can get. However, I 
think we must have turned over a 
couple of times because I thought I 
neard some dishes go out through one 
of the funnels. However, we turn so 
fast that we could do that without do- 
ing any harm, 

“Yesterday a fat fellow was thrown 
out of his chair in the ‘living room’ on 
the sun deck and he rolled about ten 
feet. He tried to grab the table, but 
all he got was the cloth, Nobody was 
hurt. 

_ “Yesterday at lunch I got calves’ foot 
jelly after taking a drink of whiskey 
in my cell on B deck. Then I got liver 
and bacon with fried onions and potato 
chips. I thought that ought to make 
me sick if anything would—but it didn’t. 
There were not many people at lunch. 
The food is good and there is no 
trouble about getting what is ordered. 

“I feel worse now than when I start- 

ed and I felt pretty low then; in fact, 
I went through the parting in a sort 
of daze. 
_ “IT find that a razor holder is divided 
into three parts, like Gaul. Almost 
every day I get down on the floor and 
start an assembly line to put it together 
and fish the blade out of the basin. Each 
morning the baggage is in the middle 
of the floor and the whiskey bottle has 
fallen over in the closet, — 

“When that swarm of people got off 
the boat what was left made a very good 
passenger list. I never thought much of 
Columbus, but now I have real respect 
for that boy, He didn’t know where he 
was going and when he got there he 
didn’t know where he was, and when he 
got home he didn’t know where he had 
been. He was a real sport even though 
he didn’t spend his own money for the 
trip. 

_.' From now on I'm for the K. of C. 

They at least kept their clubhouses and 
that is more than some of the Elks did. 

“T understand I am about half way 
across now and I suppose the remainder 
will be just some more of the same. 

“The Danish and Polish beer is good. 
The swimming pool is O, K. when one 
can_use it. I am going to have a bottle 
of Irish whiskey left over. I think I'll 
toss it over the side. Watch for it. 

“Thanks for coming out that terrible 
night. Also thanks for the cigars. My 
back and stomach and my throat are 
sore, but otherwise everything is fine. 
| think I'll write this same letter to 
Fred Ackermann. 

“Now I’m going to look at a map of 
the world; I want to see some land 
Regards, Walter E. Schram. 

“P. S—Just was requested by the 
dining room steward not to order any 
more liver and bacon. When the other 
passengers see it, it makes them ill 
Thursday night we stopped in the mid- 
dle of the ocean. I couldn’t read the 
name of the place, so I don’t know why 
we stopped.” : 

It is fortunate that Mr. Schram was 
going over, not coming back, on the 
Jatory because on Thursday of last 
week when 940 miles east of New York 
a fire started in the engine room which 
resulted in that ship being four hours 
late in arriving here. If Mr. Schram 


could have written so interestingly 
about being distressed by the food and 
the waves he would have turned out a 
masterpiece on a real adventure, Noth- 
ing can be more exciting than a fire 
at sea, 
* * * 
Lloyd’s Coronation Reception 


More than 800 guests from all parts 
of the British Empire were entertained 
at the first of Lloyd’s Coronation recep- 
tions in honor of overseas visitors to 
London. The reception was held at the 
end of May and a further one is being 
held early in June, About 200 members 
of Lloyd’s were present and acted in the 
capacity of hosts, which brought the total 
attendance to over 1,000. 

The underwriters showed guests how 
shipping and aviation news is received 
from all over the world and how the 
business of insurance is carried out at 
their unique institution. 

Guests were especially interested in the 
Nelson room and queues waited through- 
out the evening to see Lloyd’s celebrated 
collection of relics of Britain’s most 
famous sea-fighter., 

The chairman of Lloyd's, Lt.-Col. Rob- 
ert Walker Roylance, Mrs. Roylance and 
Mr. H. G. Chester, the deputy-chairman, 
received the guests, and eight members 
of the committee were present. Viscount 
Swinton, Secretary of State for Air, rep- 
resented the Government, 

During the evening Lloyd's orchestra 
played a light program of well-chosen 


music, under the direction of Gordon 
Bewsher, 
* * * 
J. Wilfred Findlay 
Many an American insurance man 


cherishes pleasant memories of a visit 
he has paid in Surrey, England, to the 
estate of J. Wilfred Findlay, vice-presi- 
dent of the Excess Management Cor- 
poration, reinsurance underwriters, 116 
John Street, New York; and they will 
be interested to know that the Ambassa- 
dor to the Court of St. James, Robert 
Bingham, has rented that house while the 
American Military Attache, Col. Ray- 
mond Lee, has taken the old Elizabethan 
farmhouse on the estate. This farm- 
house, incidentally, is considered one of 
the finest remaining bits of early Eliza- 
bethan architecture in England. Ambas- 
sador Bingham is publisher of the Louis- 
ville Courier-Journal and in an earlier 
stage of his Kentucky career practiced 
law there. Guest of the American Am- 
bassador and Mrs. Bingham in Surrey 
at the present time is Helen Jacobs of 
California, who finally beat Helen Wills 
and won the American women’s tennis 
championship, now held by Alice Marble. 

Bon vivant, raconteur and extensive 
traveler, Mr. Findlay was born in New 
Zealand where his father became At- 
torney General, and attended the Coro- 
nation of George V, at which time he 
was knighted. He also attended the 
Imperial Conference held in London that 
year, After going through New Zealand 
schools “Bill” Findlay entered the law 
office of his father, Sir John Findlay. 
He left New Zealand for London where 
he had his first insurance association, 
going with Hartley, Cooper & Co. That 
was in 1912, Along came the World 
War and Findlay enlisted in one of the 
London Rifle Battalions. He had an- 
vanced to a major in one of the regular 
machine gun outfits which position he 
held when the Twenty-seventh Division 
of the American Army was moved up 
to the Ypres salient and two companies 
of the Twenty-seventh were turned over 
to Major Findlay for training in the 
trenches. 

En route to New Zealand on leave 
with his brother, who was in the air 
service, and his mother, who was in the 
Red Cross, he arrived in New York City 
on Armistice Night. He will never for- 
get the excitement of this first evening 
in New York. Following the War Mr. 
l‘indiay was in Paris for a year.. Later 
he was affiliated with Willis, Faber & 
Dumas, London. His personal friend- 
ships include a number of the leading 
insurance men of America. Mrs. Find- 
lay was Miss Helen Rich of New York 
City. 
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Michigan Strikes Bring 
Demand For Insurance 


MERCHANTS APPEAL FOR COVER 


Lansing Labor Holiday Brings Up 
Problem of Usurped Power Clause 
In Fire Insurance Policies 


Labor holidays and power strikes in 
Michigan this week, called with and 
without the consent of C. I. O. leaders, 
led to a demand tor additional insur- 
ance according to reports from Lansing 
The labor holiday was called in Lansing 
on Monday but the power strike on 
Wednesday crippled the industrial sec- 
tions of Flint, Bay City, Saginaw, Mid- 
land and a score of other places. 

Few insurance agencics in Lansing 
were reported to have closed Monday 
and they were not molested by the 
union groups. Many merchants, how- 
ever, appealed to agents to protect them 
with supplemental cover on their fire 
policies. In some instances this cover- 
age was provided, one agency reporting 
that from $150,000 to $200,000 had been 
placed during the day 

Fortunately for the city no serious 
fires broke out during the day although 
union leaders said they were in a posi- 
tion to clear the streets should a con- 
flagration occur. An early alarm, shortly 
after the main business intersections 
had been blockaded, brought out fire 
apparatus from several stations but the 
fire proved to be only a motorcycle blaze 
which was quickly extinguished. The 
fire trucks had been forced to halt at 
an intersection near the Central station, 
however, and realization of the danger 
resulted in action by the U. A. W. vol- 
unteer traffic officers to keep a lane 
open in event of other alarms 

There was discussion among insur- 
ance men as to whether fire policies 
would have covered a loss caused or 
aggravated by failure of fire apparatus 
to arrive in time due to the blockade. 
It was pointed out that the clause void- 
ing policies in case of “usurped power’ 
probably would have been effective since 
local police and other law enforcement 
agencies made no effort to control the 
situation throughout the day, 


CHOOSE CONVENTION HOTELS 


Adolphus and Baker Hotels Picked By 
National Association for Agents’ 
Meeting at Dallas 
The executive officers of the National 
Association of Insurance Agents an- 
nounce that the Adolphus and Baker 
Hotels will be joint convention head- 
quarters for the annual meeting of the 
organization at Dallas, Texas, the week 
of October 4. The several sessions will 
be divided between the two hotels, 
which are directly across the street 
from each other. Meetings of the execu- 
tive committee and all of the group ses- 
sions will be held at the Adolphus, up 
until Wednesday morning, the time of 
the opening of the general sessions, all 
of which will be held in the crystal ball- 

room of the Baker Hotel. 

The get-together banquet on Tuesday 
evening will be held either at the Adol- 
phus or in the casino on the exposition 
grounds, decision on this point to be 
reached by the local committee. 

The Dallas comnuttees, under general 
chairmanship of Richard H. McLarry, 
president of the Dallas Association of 
Insurance Agents, are rapidly camplet- 
ing convention plans, and their work will 
be greatly facilitated if those who plan 
to attend will make their hotel reser- 
vations at the earliest possible time. 
Reservations should be made through 
the chairman of the hotel committee, 
Charles R. Tucker, of I. Reinhardt and 
Son, First National Bank Building 


Joining N. Y. Board 


Aert to changing conditions 
and needs, our organization is kept 
flexible to meet new problems and as- 
sure you adequate service. 


FIRE-AUTOMOBILE-INLAND MARINE 


RHODE ISLAND 
INSURANCE COMPANY 


Providence, R. I. 
INCORPORATED 1905 


CAPITAL $1,000,000 


BYRON S. WATSON 
PRESIDENT 





C. NIVER 








EK. C. Niver, district supervisor at Al- 
bany for the Fire Companies’ Adjustment 
Bureau, Inc., is resigning that post at the 


























end of June to become executive vice- 
president of the New York Board of Fire 


oi secretary of the loss committee, fare’ Frank C. Hatfield Elected Springfield Agents Hold 


secretary loss committee, fire 











patrol and finance committee. Director of the Phoenix Final Meeting of Season 

KEMPER GOING TO EUROPE Frank C. Hatfield, vice-president of The Springfield, Mass., Board of Fire 

James S. Kemper, president of the — the Phoenix of Hartford, was elected a & Casualty Underwriters held its June 
Lumbermens Mutual Casualty and head director of the Phoenix and the Con- meeting, the final one until September, 
of the Kemper group of mutual compa- recticut Fire on Monday, succeeding to on Monday evening, June 7, at the High- 
nies, is sailing for Europe soon to attend the vacancy on the board created by the jnq Hotel. The new officers of the 
the meeting of the International Cham- recen: death of President Edward Milli- board were in charge with Harvey R. 


ber of Comments June 28 to July 3. He gan. A nitive of New York City Mr. Preston, president, of Goldthwaite, Pres- 
will also probably attend the congress in Hatfiell entered insurance in 1903 with ton & Olmstead; Schuyler B. Eddy, vice- 
Paris, July 7-10, being arranged by the the general agency of Trezevant & Coch- president, of Field, Eddy, Bulkley; Fred 
Syndicat National des Courtiers d’As- ran of Dallas, Texas. He joined the M. Campbell, secretary, of Campbell- 
surances Terrestres in connection with Phoenix im 1917 as special agent for Page Co., and William Kelly, treasurer, 
the Paris exposition, Arkansas. He was elected an assist- (¢ | E. Kelly & Son. The executive 
ant secretary in 1923, became secretary conimittee includes Lewis J. Stewart, 
in 1927 and elected a vice-president in chairman; Robert A. Baldwin, Jr., Welch 





‘ Reon yer ee /— 1928. & Baldwin, Inc., R. S. Redfield of R. 
jen Barker o ortlanc [e., state S. Redfield Co, 

gent of the Great American Companies, MRS. LAMAR HILL DIES The guest speaker at the meeting was 
‘lied this week at the age of 58. He is Funeral services were held Wednes- C, C, Hewitt, partner in the Boston gen- 
survived by his widow and one son. day morning for Mrs. Adelaide Single- eral agency of Boit, Dalton, Church & 
Graduated from Bowdoin College in ton Hill, wife of Lamar Hill, vice- Hamilton, and president of the Service 
1902, he entered insurance the following president and general counsel of the Men’s Protective Association, Mr. Hew- 


year. He became a member of the America Fore Group Companies. Mrs. itt spoke on the Service Association 
Portland local agency of Turner, Barker Hill died suddenly at her home in Ne ‘w ideals and plans to meet the factory- 
& Co. in 1908 and Was senior member York City on Monday after a two years’ to-consumer problem. This association, 
of the firm at the time of his death. illness. She was 43 years old. recently formed, is interesting all classes 
of business meeting this direct consumer 











competition, and reveals anew the need 
for the middleman structure to give ade- 


Standard Insurance Company } suisse" 
of New York PEARL OFFICERS SAIL 


John Pierce, deputy chairman of the 


Head Office: 80 John Street, New York Pearl Assurance of London; Herbert H. 
J. A. Kexsey, President G. Z. Day, Vice-President C. L. Henry, Secretary Austin, managing director, and N. L. 
DeCoursey Slee, a director, sailed Wed- 
nesday on the Queen Mary after a visit 
Statement December 31, 1936 to the United States branch of the 
CAPITAL . ‘ . - P “ 5 ‘ - $1,500,000.00 company. They were guests at_a dinner 
PREMIUM RESERVE . . | : | : : 1,488,604.23 given Monday night at the St. Regis 
OTHER LIABILITIES . . . . .. ., 229,289.95 hotel in New York by Mr, and Mrs. 
NET SURPLUS. c é r . , . . 3,450,793.34 3asil O'Connor, attorney. Among the 
TOTAL ASSETS ; : ‘ 3 : ‘ ? 5 6,668,687.52 guests were Insurance Superintendent 
Slee i ita iil o as ‘ . Louis H. Pink and Mrs, Pink; Vincent 

w or nsurance epar ment aluatio: asis. 
in the above statement are Fae in pon ‘Seetes as Pa Ry my — Cullen, iy side nt, National Surety Corp, 


and Mrs. Cullen and several officers of 











the Pearl. 
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Music and Drama Blend With 
J. B. Levison’s Success Career 
By Clarence Axman 


When J. B. Levison was elected chair- 
man of the board of the ce panies com- 
prising Fireman’s Fund Group last Feb- 
ruary Time commented: 

Jacob Bertha Levison, 75, somewhat 
resembles the eminent flutist George A, 
Jarrere in his close cropped courtly 
white beard and twinkling eyes. He 
too plays the flute, but this and his 
long patronage of music in San Fran- 
diversion, For 


cisco are matters ol 


sixty years Mr. Levison’s business has 
been disaster by 


In that paragraph about Mr. Levison’s 


with land and _ sea. 


musical activities Time struck a charac- 
because Mr. 
example of the 


teristic note Levison is an 


utstanding successful 
blending of a busy, 
career and a lifelong devotion to cultural 
pursuits. This blending has made Mr. 
Levison one of the most attractive per- 
sonalities in the insurance world. He has 
for friendship, a genius for 
drawing people close to him, 

An unusually fine musician who has 
not only played in orchestras for the love 
of music but has had his own chamber 
music by artists in his home, Mr. Levi- 
son started taking lessons on the flute 
while still in his teens, This interest in 
music grew to be one of the outstanding 
features of his life, and Mr. Levison 
gives much credit for this to his mother, 
who many years later confessed that she 
had influenced him to take up the flute 
because she wanted to find something 
that would keep him at home evenings. 


successful business 


a passion 


Personal Friend of Theatrical and 
Musical Stars 


A great lover of the theatre and opera, 
he has had the good fortune of seeing 
and in many cases knowing the distin- 
guished theatrical stars and musical art- 
ists of more than two generations. 

He has also numbered dozens of them 
as personal friends. Of the “Old Guard” 
of San Francisco’s internationally famous 
Bohemian Club, he has acted as one of 
the club hosts or as personal host to a 
number of these celebrities. He has 
traveled frequently to Europe, where see- 
ing fine plays and hearing good music 
has been one of his most pleasant recrea- 
tions, and during his visits to New York 
he spends most of his evenings at the 
opera or theatre. 

In explaining his love of the theatre 
Mr. Levison said that to one who lived 
in San Francisco in the ’80’s and '90’s the 
theatre meant a great deal more than any 
form of entertainment can possibly mean 
to the present generation, In the latter 
part of the nineteenth century San Fran- 
cisco was one of the important theatrical 
cities of America, All the great players 
appeared there to audiences which had 
their taste cultivated by stock compa- 
nes, the like of which cannot be as- 
sembled today, in view of the fact that 
the movies have disrupted the regular 
theatre and taken so much of its talent. 
The theatre, the opera house, and the 
concert hall were schools where an ap- 
Preciation of the best in musical and 
(dramatic art were acquired, 


Most Pleasant N. Y. Theatrical Memories 


Mr. Levison recently mentioned his 
most pleasant New York theatrical mem- 


Ories : Henry Irving and Ellen Terry in 
rKing Arthur ;” Maude Adams in “The 
ittle Minister ;’ Olga Nethersole in 


Eo ppho;” Mrs. L eslie Carter in “Zaza;” 
- H. Sothern in “The King’s Musket- 





J. B. LEVISON 


Blanche Bates in “The Girl of 
West;” Stuart Robson in 
comedy, “The Hen- 
and Margaret Dale 
and the Humming 
3ird;” Max Reinhardt’s “The Miracle.” 
Other memories include the Augustin 
Daly Company, with Ada Rehan and 
John Drew in “School for Scandal” and 
“The Taming of the Shrew.” 
Impossible to forget were Booth and 
Barret in “Julius Caesar ;” Clara Morris 
in “Camille;” Rosina Vokes and Felix 
Morris in “The Old Musician” and “The 


eers;” 
the Golden 
3ronson Howard's 
rietta;” John Drew 
in “The Mummy 


Circus Rider;” E. H. Sothern and Julia 
Marlowe ; “Much Ado About Nothing 
Mathilde Cottrelly and Max Freeman in 


“Fatinitza;” the Lyceum Theatre Com- 
pany with Herbert Kelcey, Georgie Cay- 
van and Mrs. Thomas Whiffen; William 
H. Crane in “The Senator;” and Maurice 
Barrymore in “Jim the Penman.” 

San Francisco Musical Activities 
musical interests have 
had their effect on the cultural life of 
San Francisco. Elected to the board 
of governors of the Musical Association 


Mr. Levison’s 


of San Francisco in 1911, he became 
president of the association in 1927, and 
carried this responsibility for the next 


six years. From its inception he has 
been a governor of the San Peon 
Opera Association. When the San Fran- 
cisco Exposition of 1915 was being plan- 
ned it was logical that Mr. Levison should 
be pressed into service to assume charge 
of the music, which was a notable fea- 
ture of that memorable exposition. 

Mr. Levison’s father, Mark Levison, 
was a native of Holland, the family hav- 
ing fled there from Spain or Portugal 
during the inquisition. He lived for a 
time in Norwich, England, coming to the 
United States in 1849 and settling in 
Placerville, Cal, His mother was born 
in East Prussia and came to the United 
States in 1860 with her brother to join 
a married sister in Placerville: and in 
that little remote mining town Mr. Levi- 
son’s parents met and were married in 
1862. 

A few months after 
they moved to Virginia City, Nev., where 
the children were born. The eldest of 
the four children, J. B. came into the 
world in October, 1862, and spent the 
first thirteen years of his life amid scenes 
of mining excitement, disaster, lawless- 
ness, vice and gambling. In spite of 
this the Levison children lived a sheltered 


their marriage 


life and perhaps because of the influences 
— the home the members of the 
family were drawn together in a bond 
of devotion that was unusually strong. 


Family Moves to San Francisco 


September, 1871, saw the great fire 
which virtually wiped out Virginia City. 
As the fire swept toward Mark Levison’s 
store he hired an express wagon to carry 
away such of his goods as could be 
saved, Suddenly the insurance agent ap- 
peared and cautioned him that he was 
voiding his insurance if he took anything 
out of the building, Under the instruc- 
tions of the insurance man the goods 
were unloaded and put back into the 
store, the iron door closed and the en- 
tire stock destroyed. Taking his family 
with him, Mark Levison journeyed to 
San Francisco to collect his insurance 
loss. While the adjustment was proceed- 
ing the great Chicago fire of 1871 swept 
out of existence a large number of com- 
panies, among them those in which Mark 
Levison was insured. So with much of 
the loss —— the family returned 
to Virginia City to begin all over again. 

In April, 1895, his father, who had 
been in poor health for some time and 
whose business had not been prospering, 
sold out and settled in San Francisco, 
where J. B. entered the boys’ high school. 
Four months later the San Francisco 
panic of 1875 broke out with the failure 
of the Bank of California, and Mark 
Levison found his scanty resources wiped 
out. At the age of 51, in poor health, 
with a wife and four young children to 
support, he found himself once more pen- 
niless. 


His First Job 


At the suggestion of a friend Mark 
Levison entered the insurance brokerage 
business and remained in it until the 
day of his death, 

With the family’s affairs in a none too 
prosperous state it became apparent that 
the eldest boy would have to find work. 
Answering a newspaper advertisement, 
J. B. Levison found his first job in Oc- 
tober, 1876, in the employ of a dentist 
at $2 a week. 

After a full day in the dentist’s office 
the task of helping his father write up 
his insurance records and make copies 
of policies might have seemed like drudg- 
ery, but this experience proved to be 
the means of finding employment in 1878 
in the office of the New Zealand Insur- 
ance Co. With a salary of $20 a month 
J. B. Levison thus embarked upon his 
life’s work at the age of 16. 

After two and a half years the boy 
be gan to get restive. Through his fath- 
er’s influence he obtained a position in 
the general agency of Hutchinson & 
Mann—one of the most active insurance 
offices of the day. His particular friend 
in the office was a middle-aged Scots- 
man whose favorite expression was “Do 
right and fear nobody”—advice to which 
Mr, Levison says he owes much, 

Starting as policy clerk, Levison early 
decided to make a real study of marine 
underwriting, and this led to promotion 
as marine clerk. 


The Anglo-Nevada 


In 1885 a group of leading business 
men and financiers of San Francisco or- 
ganized the Anglo-Nevada Assurance 
Corporation. Young Levison saw an op- 
portunity not to be overlooked, and, 
armed with a letter of recommendation 
from Hutchinson & Mann, applied for 
the position of marine clerk. 

Two months after he had assumed this 
position he faced a real crisis. The presi- 
dent of the Anglo-Nevada resigned, leav- 
ing the office without anyone who knew 
anything about marine insurance. Throw- 
ing all his youthful ambition and enthu- 
siasm for marine underwriting into the 
breach Levison took charge of the com- 
pany’s marine operations. In 1889 he 
was elected marine secretary. 

One of the employes of the 
Nevada was James J. 
time an amateur boxer of local reputa- 
tion. One evening Levison took Jim 
Corbett to a boxing exhibition where 
Corbett was thrilled with his first sight 
of the peerless John L, Sullivan, As 
they watched the match, to J. B.’s great 


Anglo- 
Corbett, at that 
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amusement Corbett kept saying over and 
over again that he was sure Sullivan 
could never hit him, Eventually Corbett 
and Sullivan met in the historic fight at 
New Orleans, where Corbett won the 
heavyweight championship of the world. 

Torn by internal dissension and unfor- 
tunate financial management the Anglo- 
Nevada did not prosper, and in 1890 the 
company’s affairs were wound up. The 
Eastern fire business was reinsured with 


the Caledonian, the Pacific fire liability 
with the London & Lancashire, and the 
marine business with Fireman’s Fund 


Joins Fireman’s Fund 


Levison’s first thought was to launch 
a purely marine insurance company of 
his own. Fortunately he was prevailed 
upon’ to join the Fireman’s Fund as 
marine secretary. He was 28 years old 
at the time, and the offer of this posi- 
tion by Vice-President William J. Dut- 
ton was the turning point of his business 
career, 

With the rapid development of the ma- 
rine business of Fireman’s Fund his in- 
creased responsibilities and a close 
ciation with a character of such wisdom 
and integrity as Dutton, J. B. Levison 
soon developed an enviable reputation as 
a marine underwriter. 

Within five years President David J 
Staples sent him to New York charged 
with the responsibility of establishing the 


asso- 


\tlantic marine department. 

The year 1900 was a banner one for 
J. B. Levison, Elected second vice- 
president of Firemans Fund, he made 


the first of his eleven trips to Europe 
On this first trip, as in all subsequent 
ones, he overlooked no opportunity of 
attending operas, theatres, visiting world 
famous places and meeting distinguished 
people. 

In a career crowded with dramatic ex- 
periences the high light of Mr, Levi- 
son’s whole life was the San Francisco 
earthquake and fire, and the predica- 
ment in which Fireman’s Fund found 
itself. The emergency was so desperate 
that it called for all the resource and 
leadership thi at could be mustered if the 
old Fireman’s Fund was to survive, Levi- 
son’s plan for the rehabilitation of the 
company and his success in winning over 
claimants to the plan will ever remain 
one of the great romances of American 
business. 

Leadership of Genius 


His participation in the resurrection of 
Fireman’s Fund had stamped him as one 
of the outstanding insurance executives 
of the country, and Mr. Levison was 
elected to the presidency of the company 
in 1917, 

The twenty year period that followed 
gave ample scope to Mr. Levison’ s genius 
for leadership. The 


. company’ S Opecra- 
tions were expanded, subsidiary compa- 
nies were formed, and in every depart- 


ment Fireman's Fund moved into a domi- 
nant position among companies of the 
United States. Mr. Levison was not only 
managerial head of the organization but 


also the father confessor of the closely 


knit Fireman’s Fund family, The devo- 
tion of employes of Fireman’s Fund 
throughout the country to Mr. Leyison 
personally is proverbial, 

In the Summer of 1896 Mr. Levison 


married Alice Gerstle, daughter of Lewis 


Gerstle, one of the West’s most sue 
cessful pioneers. A native of Germany, 
Gerstle had come to the United States 
as a young man and settled in Sacra 
mento in common with so many othet 
notable pioneers of 1849. Among these 
were the Big Four of railroad fame 

Crocker, Huntington, Stanford and Hoy 


kins—D. O. Mills and many others. Moy 


ing with his family to San Francisco 
Gerstle became one of the organizers 
of the Alaska Commercial Co. and sub- 
sequently its president. 

This was the company that secured 
the exclusive sealing privileges from the 
United States Government shorfty after 
\laska was purchased from Russia 


Influence in Community and 
Business Worlds 
Mr. Levison has given generously of 
his time and effort to such things as 
(Continued on Page 35) 
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This month's North America national adver- 
tising again emphasizes the need of complete 
insurance protection, repeats the warning 
that “a loss is a loss, no matter what the 
cause” and utilizes Rental Value Insurance 
as an example of the various often-over- 
looked yet necessary coverages. Readers 
are urged to consult with the North America 
Agent in their section for advice on their 


particular needs. 


See our advertisement in the June 14th issue 
of LIFE, the June 14th issue of TIME, and 
the June 12th issue of BUSINESS WEEK 


Insurance Company of 
North America 
PHILADELPHIA 


and the 


Indemnity Insurance Company of North America 
write practically every form of insurance, except life. 








Founded 1792 




















Fire Business at Peak 
of Strength Says Best Co. 


1937 FIRE AND MARINE BOOK 
Companies in Survey Report 1936 Assets 
of $2,380,284,000; Big Surplus 
Gains, Too 

For thirty-seven years the Alfred M. 
3est Co., Inc., has been getting out an 
edition of “Best’s Fire and Marine In- 
surance Reports,” devoted to an analyti- 
cal study of the financial status and op- 
erating results of all fire insurance com- 
panies, stock, mutual, reciprocal and in- 
ter-insurance exchanges and Lloyd’s. The 
book has grown until it has reached the 
size of about 1,240 pages. In addition 
to the figures given and other factual 
material, the Alfred M. Best Co., Inc., 
offers comments on the business itself 
and its trends. 

Perhaps at no time in the history of 
fire insurance business was there for 
three years running the clear sailing 
which the business witnessed during the 
years 1934 to 1936, the publishers say. 
As a consequence, never before has the 
position of the fire insurance business 
been stronger than it now is. This is 
partly illustrated by growth in resources, 
the companies included in the survey re- 
porting increased assets from $1,826,347,- 
000 to $2,090,281,000 in 1935, and to $2,- 
380,284,000 in 1936. Naturally the gain 
in policyholders’ surplus paralleled the 
rise in assets. 

For the third consecutive year premi- 
um production advanced, the rise in 1936 
being in excess of 7% from $650,919,000 
to $698,873,000 which compares with $633,- 
122,000 in 1934. 

“In this connection the sizable gain 
in premium volume for the year 1936 
cannot be considered the general experi- 
ence of the average company,” the pub- 
lishers continue. “As a matter of fact, 
very few companies reported other than 
a fractional percentage of increased pre- 
mium production, The only companies 
which shared generally in the demand 
for increased insurance were those spe- 
cializing in the underwriting of allied 
lines of fire insurance, particularly auio~ 
mobile and inland marine coverages. As 
an example, of the $48,000,000 increase 
in premium writings reported by this 
group of companies, $35,000,000 was re- 
ported by the Home Fleet of insurance 
companies and the General Exchange 
Insurance Corporation.” 

What is considered a most gratifying 
achievement was the ability of companies 
to keep operating cost on an even keel 
throughout the three-year period. 

“The ratio of expenses incurred to pre- 
miums written in 1934 was 47.3%; in 
1935, 478%; and in 1936, 47.2%. The 
signs of downward operating costs, de- 
spite heavier taxation and higher com- 
modity prices, is a praiseworthy devel- 
opment. It does seem also that this trend 
bears out the contention that companies 
generally are in a position to take care 
of much heavier premium volume with- 
out any appreciable difference in general 
and overhead expense,” says the Alfred 
M. Best Co. 


MICH. QUALIFICATION BILL 

The ease with which an agents’ quali- 
fication measure slipped through the 
Michigan Senate during the past weck 
brightened hopes of its sponsors for en- 
actment of the bill. It was approved 
after emerging from the finance and ap- 
propriations committee with a minor 
amendment to which it had been referred 
after receiving approval of the Senate 
insurance committee. The latest com- 
mittee change turns receipts from the $5 
application fee charged new applicants 
for licenses directly into the state’s gen- 
eral fund and does not allocate such 
funds for use in defraying departmental 
expense in administering the act. This 
might bring about opposition of the de- 
partment were it not for the fact that 
legislative leaders have agreed to insert 
an additional $2,500 in the annual de- 
partment appropriation to take care of 
this added expense. 


TO HONOR MEMORY OF WILSON 





Atlantic City Local Board Donate; 
Trophy to State Association To 
Be Awarded For Service 

To perpetuate the memory of the late 
William J. Wilson and to stimulate fur- 
ther interest among local and county 
boards in New Jersey, the Atlantic Cig, 
Association of Insurance Agents has do. 
nated to the New Jersey Association of 
Underwriters a beautiful trophy, to “ 
known as the William J. Wilson Me. 
morial Cup, to be awarded each year to 
the local or county board in New Jersey 
rendering the most meritorious service 
to the local agents of its community, says 
the New Jersey Agent in its June issye 

The cup will be awarded for the firs, 
time in September of this year at the 
annual meeting of the New Jersey As. 
sociation of Underwriters. Announcement 
of this plan was made to the executive 
committee of the State Association at its 
last meeting. The executive committee 
voted unanimously in favor of the idea 
and extended congratulations to the At- 
lantic City Board for its thoughtfulness 
and generosity. 

\ committee to represent the State 
Association, comprised of Charles E 
Meek, Jr., executive committee chair- 
man; Secretary-Treasurer Alan V. Liy- 
ineston and H. Donald Holmes, chair. 
man of the State Association’s local board 
committee, was appointed to act in con- 
junction with the Atlantic City Board to 
formulate rules and regulations under 
which the presentation will be made an- 
nually. The actual making of the award 
will probably be left to the executive 
committee of the State Association. 

Mr. Wilson, who died March 22, 1937, 
was a long time worker of the Atlantic 
City Board, was its past president and 
was chairman of the compensation and 
accident prevention committee of the 
New Jersey Association of Underwriters 


New Jersey Agents’ Ass’n 
Annual Meeting Sept. 23-24 


The New Jersey Association of Under- 
writers will hold its annual meeting this 
year on Thursday and Friday, September 
23-24, cither at Asbury Park or Atlantic 
City. A definite decision on the place 
will be made this month. An ambitious 
program for this convention is being 
worked out now. A nominating com- 
mittee to prepare a slate of officers for 
election at the annual meeting has been 
appointed, the members being Donald M 
Pearsall, chairman; William J. Waldron, 
Stephen E, Pawley, C. J. Kirkland and 
QO. W. Acton. 


HEADS FARM COMMITTEE 

R. W. Forshay of Anita, Iowa, has 
been named chairman of the rural ani 
farm agents’ committee of the Nationa! 
Association of Insurance Agents, follow- 
ing the resignation of Frank T. Priest 
of Wichita, Kan. Mr. Forshay is plat- 
ning to form four territorial underwrt- 
ing organizations to carry on the work 
of the committee. Arthur B. Dunbar o! 
Omaha is another member of the com 
mittee and a third may be named later 
although Mr. Priest will continue 1 
serve in an advisory capacity. He te 
signed the chairmanship because of pre* 
sure of personal business. 


DATA ON MINE HAZARDS 

G. H. Parker, manager of The Ken 
tucky Actuarial Bureau, Louisville, ha 
recently issued some information regard: 
ing processes, hazards and protection 
volved in the spraying of inflammable dust 
proofing agents on solid fuels for use ! 
the Kentucky coal fields, contained ™ 
thirteen pages of typewritten materia), 
plus two pages of illustrations. Deman¢ 
for this information has been heavy ané 
a printed brochure will shortly b 
brought out by the National Board, cov 
ering the information contained in the 
bulletin. The bulletin in the preface dis 
cusses the apparent widespread succes 
with which the introduction of the nev 
processes to reduce coal dust have beet 
met with in the fuel market. 
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The vacationist needs a 
variety of insurance covers. 
Golf, Personal Effects, 
Accident, Residence 
Burglary and High Limits 
Automobile Liability 
Insurance. 


Include them in his 
vacation equipment. 


America Fore Insurance 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FIDELITY-PHENIX FiRE INSURANCE COMPANY 
First AMERICAN FiRE INSURANCE COMPANY 


Eighty Maiden Lane, 


NEW YORK CHICAGO SAN FRANCIS( 


INSVRANCE 
INDEMNITY 
GROVP 
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Bp i: , r oe aiken 
and Indemnity Group 
NIAGARA Fire INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FipeELtity AND CASUALTY COMPANY 


BERNARD M. CULVER, President 
FRANKA CHRISTENSEN, Vice-President 


New York,N.Y. 


ATLANTA DALLAS MONTREAL 
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MAINTAINING 


the traditions of more 


than a century of faithful 
and reliable service to agents 
and policyholders in every 


part of the world. 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
HART DARLINGTON, Manager 


EACLE FIRE COMPANY 
of New York 


Incorporated 1806 
HART DARLINGTON, President 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
HART DARLINGTON, President 


oe 
ee 





75 Maiden Lane, New York 


In NORIVICH UNION there is strength 


COMPANIES } 














Pennsylvania Insurance Days Meeting 





Three prominent figures at the opening luncheon of the Pennsylvania Insurance 
Days convention last week in Pittsburgh were, left to right, Director of Public Safety 
Fairley of Pittsburgh, John B. Kelly, retiring Secretary of Revenue of Pennsylvania, 
and former Governor John S. Fisher, retiring president of the Pennsylvania Insurance 


Federation and chairman of the board of the National Union Fire. 


TALKS ON INLAND MARINE 





A. W. Barthelmes Sees Much Greater 
Deve’opment of Inland Marine; Cives 
Assured Complete Protection 

\. Wesley Barthelmes, marine secre- 
tary of the National Union Fire of Pitts- 
burgh and a well known speaker on in- 
land marine insurance, reviewed the de- 
velopment of this business in an address 
which he delivered last Friday in Pitts- 
burgh before the Pennsylvania Insurance 
Days meeting. 

“Inland marine insurance has emerged 
from the chrysalis of its beginning as a 
sideline until now it has attained the full- 
vrown development of a major line of 
insurance cover,” said Mr. Barthelmes. 
“Particularly has its growth been note- 
worthy during the past decade. Inland 
marine premiums last vear exceeded thir- 
tv-seven millions of dollars. Informed 
leaders in the insurance business agree 
that inland progress, relatively speaking, 
is just beginning. The extent of the 
future growth of the class is largely 
within the power of the producers in the 
field to determine. 

“The real reason for inland marine 
gain lies in the fact that the underwriter 
strives, within his authority, to give the 
public what it needs in the way of in- 
surance protection. If a man wants to 
insure some valuable possessions he does 
not want piece-meal coverage; he does 
not want to be told after a loss that the 
policy or policies he took out do not 
cover the particular cause of Inss in- 
volved; he wants and gets an ‘all-risks’ 
or ‘multiple-peril’ policy from the inland 
marine department.” 


Broad Covers 

(Continued from Page 1) 
lic asks us to cover a wider and wider 
variety of risks, and it would appear that 
the tendency of the public demand for in- 
surance is distinctly in the direction of 
what may be called coordinated general 
coverages affording protection against 
hazards that are. not closely related in 
an actuarial sense. This public demand 
is one that the companies must meet, 
but it raises underwriting problems of a 
complicated and difficult kind. 

“As business of this character assumes 
vreater and greater importance in the 
companies’ operations, the solution of 
these problems must be sought through 
the application of the same _ principles 
and policies which the companies have 
heen successfully following in their fire 
underwriting. There must be nothing 
loose or speculative about any of the 
insurances the companies write. Risks 
of all kinds must be measured, not 
guessed at; profits must be made and 
from them capital resources must be ac- 
cumulated to support the new business. 





John A. Stevenson President 
Pennsylvania Federation 


John <A. Stevenson, executive vice- 
president of the Penn Mutual Life, was 
last week elected president of the In- 
surance Federation of Pennsylvania at 
the annual meeting held at Pittsburgh 
J. Victor Herd, vice-president of the 
Fire Association of Philadelphia, was 
elected first vice-president. Other offi- 
cers are as follows: 

Vice-presidents: Frank D. Buser, Phil- 
adelphia; William B. Corey, Philadel- 
phia; Thomas B. Donaldson, Newark, 
N. J.; John S. Fisher, Pittsburgh; EIl- 
wood Hoot, West Point; J. N. Jamison, 
Pittsburgh; Frank S. Kauffman, Pitts- 
burgh; W. Freeland Kendrick, Philadel- 
phia; Walter G. McBlain, York; J. C 
Murray, Pittsburgh; Walter E. Roehrs, 
Philadelphia; Fred A. Service, Sharon; 
A. M. Waldron, Philadelphia; A. § 
Wickham, Philadelphia. 

Treasurer, John D. Pharaoh 2d, Phila- 
delphia; secretary-manager, Homer W. 
Teamer, Philadelphia; assistant — secre- 
tary, Mary H. Fireng, Philadelphia; na- 
tional counsellor, M. H. Diffenbaugh, 
Lancaster. 


The attainment of these ends is impos- 
sible without leadership of the first qual- 
ity. 

“Jurisdictional restrictions continue to 
hamper attainment of the broad cover- 
age goal but these barriers are slow! 
but steadily being removed. Both agents 
and company executives for the most 
part are of the opinion that as insurance 
which may be written by fire and marin 
companies is extended and_ simplified 
rates will continue to decline. This will 
help not only to widen the markets for 
stock company insurance but will ren- 
der less formidable the price argument 
of non-stock insurers. With the produc- 
ing forces of the country now aroused 
through the successful efforts of the 
Business Development Office an addition- 
al stimulus has been provided for stead) 
progress in the direction in which stock 
insurance coverage is now moving. 

SAIL FOR EUROPE 

Mrs. Sumner Rhoades, wife of Sumner 
Rhoades, manager of the Eastern Under- 
writers Association, and Miss Elizabeth 
Rhoades, sailed last week for Europe 
on the Statendam. They will return 
about July 15. Mr. Rhoades and his 
family will spend August at Vineyard 
Haven, Mass. 

MAKE ROSEBROCK DIRECTOR 

Charles Rosebrock, assistant marine 
secretary of the Universal, has been 
elected a director of Talbot, Bird & Co, 
managers of that company. He is the 
hull underwriter for Talbot, Bird & Co 
and has been there twenty-five years 
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1 ren BRING YOUR FIRE POLICIES UP TO DATE 
umen INSURANCE, like everything else, is subject to progress, just as automobiles, trains and other 
re duc. means of transportation of former days have all been improved and made more efficient. 
_s Our regular FIRE insurance policies are brought up to date by the NEW “SUPPLEMENTAL 
i rns CONTRACT.” and are now as far ahead of the old fashioned, simple fire policy as the new 
: streamlined conveyances are ahead of the old stage coaches. 
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Excellent Fire Prevention Posters 


Put on Display 


Not only is interest in fire prevention 
work widespread in the grammar and 
high schools of this country but a tre- 
mendous amount of artistic talent exists 
in these schools. More than 400 posters 
were entered this year in the contest of 
the National Fire Protection Association 
comprising entries not only from the 
standpoint of fire prevention but also 
clean-up campaigns. Most of these post- 
ers disclose more than average ability in 
art work and many of them can be 
classed as excellent, both from the stand- 
point of artistic quality as well as orig- 
inality of idea. These posters have been 
m display at the office of T. Alfred 
Fleming, director of conservation, Na- 
tional Board of Fire Underwriters, on 
the eleventh floor of the National Board 
Building, 85 John Street, New York City. 

The N. F. P. A. offered cash prizes for 
the first and second best Fire Prevention 
Week poster designed by pupils in the 
senior high schools, in the junior high 
schools and in the grade schools and 
for the best Clean-Up Week poster by 
pupils generally. The list of winners in 
these contests is as follows: 

Senior high school posters: F 
Amidon, Chicago; second, R. 
Pawtucket, R. I.; honorable 
Robert Moore, Jr., Chicago. 

Junior high school posters: First, Win- 
ifred Thrupf, Paul Hayne School, Bir- 
mingham, Ala.; second, Gene Smith, 
Chatham Jr. High School, Savannah, Ga. ; 
honorable mention, Richard Jurs, A. E. 
furr Jr. High School, Hartford. 

Grade school posters: First, Frederick 
Bessire, Central Intermediate School, 
Wichita, Kans.; second, Louise McCall, 
Prescott, Ariz.; honorable mention, Pa- 


irst, Orin 
Tardiff, 
mention, 


Weekly Underwriter Issues 


Insurance Almanac for 1937 
The Insurance Almanac for 1937, a 
handy reference book about personali- 
ties and companies in all lines of insur- 
ance, is now ready for distribution. The 
book is compiled by The Weekly Un- 
lerwriter, 80 Maiden Lane, New York 


City. This is the twenty-fifth annual 
edition. The price is $3. 
The book includes information about 


the officers and directors of all classes 
f companies, insurance department of- 
ficials, associations of underwriters, in- 
surance groups, brokers’ regulatory laws, 
‘esident agent laws, new companies, re- 
tired companies, legislative sessions, of- 
icial changes, and features Who's Who 
n Insurance. 


The book this year contains 1,100 
pages. It is edited by John D. Hogs- 
head. 


MAY BACK AGENTS’ COURSES 

The executive committee of the New 
Jersey Association of Underwriters has 
voted to study the possibility of estab- 
lishing an insurance educational course 
through one of the colleges in New Jer- 
sey \gents’ associations in several 
other states are actively supporting edu- 
cational programs in order to raise the 
standards of insurance production work. 
The special committee of the New Jer- 
sey Association to consider what can be 
done consists of Charles E. Meek, Jr., 
chairman; Herbert A. Faunce, S. Donald 
Holmes, William F. O’Brien and Edward 
M. Schmults 


UNION COUNTY AGENTS ELECT 

The Union County, N. J., Association 
of Underwriters has elected Donald M. 
Pearsall of Westfield as president. Other 
officers are Thomas Williams, Elizabeth, 
vice-president; Bert Miller, Elizabeth, 
secretary, and Jesse G. Mulford, Plain- 
field, treasurer. The new executive com- 
mittee is composed of H. Donald Holmes, 
Summit; Harry Heins, Cranford, and 
Harry Rothberg, Plainfield. Sixteen new 
members of the association were elected 
at the annual meeting. 


in New York City 


tricia Kieffer, 
Los Anveles. 


Sacred Heart Academy, 

Clean-up group: First, Bernice Lisek, 
John Marshal High School, Chicago, III. ; 
second, John FE. Waldeck, West Orange, 
N. J.; honorable mention, Thomas B 
Gundersen, Roosevelt High School, Chi- 
cago. 

University posters: First, Bernard 
Downing, Wichita University, Wichita, 
Kan.; second, Wanda Nichols, Wichita 
University; third, Charles Dunn, Wichita 
University. Only one school entered in 
this group. No prizes awarded. 


NEW ENGLAND AGENTS’ MEETING 





W. Owen Wilson To Be a Feature Speak- 
er at Convention at Bretton 
Woods, N. H., July 1-3 

The program for the annual summer 
meeting of the New England Associa- 
tions of Insurance Agents at the Mt. 
Washington Hotel, Bretton Woods, N. 
H., July 1-3, is being completed rapidly. 
W. Owen Wilson of Richmond, Va., 
president of the National Association of 
Insurance Agents, will be one of the 
feature speakers. He will speak on Fri- 
day morning, July 2. The names of 
other speakers will be announced soon. 

On Thursday afternoon, July 1, the 
New England Advisory Board will mect, 
to be followed by the get-together dinner 
that evening, On Friday morning Frank 
W. Brodie of Waterbury, Conn., chair- 


es 
man of the New England Advisor 
soard, will deliver his annual address 
On Friday evening there will be an in. 
formal dinner, followed by a concert and 
dancing. Talks on inland marine and 
use and occupancy insurance are on the 
program for Saturday morning, f lowed 
by an open discussion of those subjects 
and the activities of the business devel. 
opment office. There will be golf tour- 
naments each afternoon and also facili- 
ties for other outdoor sports. 
EXCELSIOR DIVIDEND 
Directors of the Excelsior of Syracuse 
N. Y., have declared a dividend of fifteen 
cents a share, payable June 30 to stock- 
holders of record June 15. Thirteen of 
the company’s twenty-one directors are 
prominent local agents, with Edwin J. 
Cole, Fall River, Mass., chairman of the 
board. 
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CONFIDENCE 
A Marketable Asset 


cA. n agency connection 


with the HOME FIRE & MARINE, founded in 1864, is 


an alliance with a company of unquestioned security 


and unfaltering service—security and service that rest 


on a firm foundation of strength, permanence and 


stability. With underwriting and loss-paying facilities 


available throughout the nation, HOME FIRE& MARINE 


has earned the confidence of the insuring public. 
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FORM ADIRONDACK ASS’N 





Local Agents of Five Counties Organize 
to Secure Approval of 10% Broker- 
age Rule 
The Adirondack Association of Insur- 
ance Agents was organized at a_ meet- 
‘ng at Lake Placid, N. Y., on June 1 
by local agents who are opposed to pay- 
ing 15% brokerage on business located in 
the mountain area. The Eastern Under- 
\riters Association a few months ago 
sed from 10% to 15% the maximum 
brokerage payments, Agents who are 
members of this new association con- 
tend that payment of 15% leaves them 
too small an overwriting commission, 
considering the time and expense in- 
volved in inspecting and servicing many 
risks located in isolated sections of the 
mountains. Under its rules the E.U.A. 
will limit brokerage to 10% in districis 
where a well-organized local board ex- 
ists and where such a local board re- 
quests the E.U.A. to approve its 10% 

brokerage rule. 

The territory included in the new 
agents’ association embraces Franklin, 
Clinton, Essex, Warren and Washington 
counties. Officers were elected at last 
week’s meeting as follows: president, 
Walter E, Heffernan of T. Heffernan & 
Son, Plattsburg; vice-president, Floyd H. 
Green of Clinton Ayres, Inc., Saranac; 
secretary and treasurer, Hugh F. Morri- 
son of the Lake Placid Agencies, Inc., 
Lake Placid. Members of the executive 
committee include Robert Hale of O'Neil 
& Hale, Malone; H. C. Hapgood of 
Guibard & Hapgood, Plattsburg; S. A. 
Richards, Westport; H. C. Brown of the 
Cool Insurance Agency, Glens Falls, and 
Raymond Jerrett of Hudson Falls. 

The association has adopted a consti- 
tution and by-laws. Its request to the 
E.U.A. was laid before the executive 
committee last week and referred to the 
brokerage committee for consideration 
and recommendation, 


crea 


The Virginia Fire & Marine Insur- 
ance Co, has rearranged the super- 
vision of its New York State and Mas- 
sachusetts fields following the recent 
resignation of Special Agent Edwin M. 
Mallory, Jr., of Syracuse, who handled 
both states. Obrion, Russell & Co, of 
Soston have been appointed managers 
for Massachusetts. Joseph Sorge of 
Newark, state agent for New Jersey, 
will add New York State to his ter- 
ritory, with the exception of the New 
York City metropolitan and suburban 
fields. To assist Mr. Sorge in New 
York State the company has appointed 
James G. Baldwin of its home office 
Staff as special agent. Mr. Baldwin will 
have his headquarters at 610 Cahill 
Building, Syracuse. 





ALFRED L. BAILEY ADVANCED 

\lfred L. Bailey, assistant manager of 
the Travelers Fire at Rochester, N. Y., 
has been promoted to manager of that 
othce. He joined the company about the 
time it was formed and became a special 
agent in 1926. Manager P. D. Fogg, in 
charge of upper New York State, with 
headquarters at Syracuse, will confine his 
activities to the territory reporting to 
Syracuse and Albany. 


UNIVERSAL BOSTON OFFICE 
The Universal Insurance Co. has 
opencd an office in Boston with William 
G, Street as manager. Headquarters are 
at 89 Broad Street, and Mr. Strcet will 
Supervise the Massachusetts field. The 
Universal, managed by Talbot, Bird & 
Co., Writes automobile fire, theft and 
collision and ocean and inland marine 
lines. 


HEADS N. J. B. & L. LEAGUE 

Henry N. Stam, a member of the 
Passaic County Association of Insur- 
ance Agents and governor of the Pas- 
saic County Real Estate Board, has been 
elected president of the New Jersey 
Building & Loan League. Mr. Stam re- 
sides at Pompton Lakes, N. J. He has 
been in real estate and insurance since 
1920, 





WM. H. MORRIS TO RETIRE 





Will Be Succeeded as New England Man- 
ager of Crum & Forster by Phil S. 
Keeler; Shennett Advanced 
With a background of forty-eight years 
in the fire insurance business and twen- 
ty-one years as manager of the New 
Eneland department of the Crum & 
Forster group, William H. Morris is re- 
tiring on June W®. In making the an- 
nouncement Vice-President Harold Junk- 
er says that Mr. Morris “has been faith- 
ful, consc’entious and industrious and 
leaves behind him a host of friends and 

\-ell wishers.” 
Phil S. Kecler will succeed Mr. Morris 











as manager of the New England depart- 
ment. He has spent his entire business 
career with Crum & Forster and is a 
home office product. With eighteen years 
of underwriting and field experience he 
undertakes his new assignment with full 
qualifications. For the last twelve years 
Mr. Keeler has served as state agent ter 
Massachusetts. He will be succeeded in 
that post by John E. Shennett. 


STATE DEPARTMENT MOVES 

The State Department of Insurance, 
Washington, has opened new quarters on 
the nineteenth floor, Exchange Building, 
Suite 1912, Seattle. 


ARTHUR W. HICKS DIES 
\rthur W. Hicks, 68 
and a retired insurance and real estate 
agent, died last Thursday at his hom 
in Millington, N. J., 
rrhage. He had disposed of his busi 


years of as 


of an internal hem 


Ness interests in Summit when he _ be 
une il many months ago. For years 
a prominent local agent, Mr. Hicks was 


president of the New Jersey Associa 
m of Underwriters from 1921 to 1923 


FIRE PREVENTION WEEK 


Fire Prevention Week this year will 
run from October 3 through October 9 


aa , > 
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helps Brokers build their Business 


When a broker places an Atlantic profit-sharing policy, two 


things begin to work in his favor. First, his client has the assur- 


ance of receiving a dividend when profits are distributed. Then, 


if he happens to have a loss, he gets a prompt and untechnical 


settlement 


and is still entitled to his dividend. The client will 


be well pleased with the service and saving. He will give the 


broker most of the credit, and tell his friends the broker knows 


his business. 


Atlantic has no monopoly of profit-sharing, prompt service, or 


any other single feature cf insurance at its best. But the combina- 


tion it has to offer is unique 
non-assessability, 
service. This combination is based upon Atlantic's time-tested 
policy of selected risks. In the hands of a skillful broker, it is a 


powerful instrument for creating the good-will of a satisfied 


clientele. 


Send for our 1937 


value of Atlantic insurance as a business builder. 
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EXCHANGE EXTENDS POLICIES 


Broadens Coverage of Household Fur- 
niture Forms; Five More Rules 
Violators Found Guilty 


The New York Insurance Ex- 
change, at its monthly mecting Wednes- 
permission to extend 


Fire 


day, granted 
household furniture policies or items in 
an amount not exceeding 5% thereof to 
cover lawn and garden tools and sup- 
lies, porch and lawn furniture, while 
temporarily stored in any building on 
the premises. Provision was adopted for 
rating trackless trolley buses and other 
buses of traction companies. 

The arbitration committee 
that since March of this year it had 
completed its work in five new cases, 
involving a number of major charges 
and has found the alleged violators 
guilty of the offenses as charged Since 
the time for appeal has not expired in 
all cases the committee refrained from 
setting forth the exact findings and the 
penalties imposed unti! some subsequent 
meeting. On the basis of the charges 
named it is presumed that both agencies 


report ed 


and companies are involved, whereas; 
last year it was agencies only found 
guilty of paying excess brokerage. In- 


cluded in the present charges also are 
paying and receiving excess agency 
compensation, paying incorrect return 
premiums to brokers, failing to send as- 
sureds notices of cancelation upon de- 
fault in payment of premiums, canceling 
pro rata instead of short rate and in- 
correct writing of policies. Instalment 


payments on fines imposed last year for 
excess brokerage were reported in the 
sum of $1,342.15. 

Joseph Golub was elected a Class 3 
member as representing the Carolina 


Legion Post Convention 
Quarters at 85 John St. 


Insurance Post No. 1081 of the Ameri 
can Legion is now established in its head 
quarters on the ground floor of 85 John 
Street for cooperating with insurance 
men in connection with the national con- 
vention of the legion to be held in New 
York City from September 20 to 24 
Space for the headquarters was donated 
by the National Board of Fire Under- 
writers and the furniture was loaned by 
the Royal. The annual ball of the post 


will be held this year on the evening of 
September 20 at the Capitol Hotel, 51st 
Street and Eighth Ave. An outing will 


be held at Fort Wood on Bedloe’s Island 


it New York harbor on the afternoon of 
Saturday, June 19 

\mong new members of the post are 
\. Kk. Lafrentz, president, American 
surety; G. C. Bonstelle, Globe Indem- 
nity; W. W. Smith, vice-president, Lon- 
don & Lancashire Indemnity; Wm. R 
Manley, special agent, London & Lanca- 
shire Indemnity, and W. E. Stevens, in 


SUPFANICE 


investigator, 


ON TRIP TO HONOLULU 
Philip W. Barnes, 
Fire Association in charge of the New 
York branch office, and James G. Ma- 
conachy, vice-president of the company, 
together with their wives, are now on 
a trip to Honolulu. They will return 
about July 5 to New York. 


secretary of the 
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BROKERS IN CHARITY DRIVE 


William Schiff Honorary Chairman; G. 


P. Frenkel, Mitchell May, Jr., David 
Hartfield, S. A. Tanenbaum Associate 
Chairmen; H. Rosenblatt Secretary 
Leading general insurance brokers met 
at the Hotel Astor for 
7 and formed a committee 
port for the $6,2 
New York and 
Jewish Charity which will open early in 
the Fall, Speakers included Major Ben- 
H. Namm, associate 
Men’s 
fund-raising division of Federation; 
May, Jr., associate chairman of 
the newly-formed commnittce, and Joseph 
Willen, director of the Business Men’s 
Council. George P. Frenkel, associate 
chairman of the committee, presided at 

the mecting. 
The dependence of the two federations 
upon professional groups such as those in 


dinner on June 
to enlist sup- 
250,000 campaign of the 


Brooklyn Federations of 


jamin chairman of 


the Business Council, the volun- 


teer 


Mitchell 


the insurance field was stressed by Ma- 
jor Namm in his address. “The figure 
of $6,250,000 we set ourselves is the mini- 


nium necessary for the maintenance of 
our 116 hospitals, child-care agencies, 
homes for the aged and other charitable 
institutions,” he said. 


Insurance Society Announces 
Brokers’ Course for 1937 
The New York Insurance 


issued its prosnectus for the insurance 
brokers’ qualification course for 1937-38. 
The course will consist of sixty-two 
hours of lecture work, beginning Sep- 
tember 20 aud continuing until May 9. 
The concluding examination will be held 


Society has 


on May 11, 1938, with other examina 
tions on January 5 and March 30. Ar- 
thur C. Goerlich, president of the Bronx 
Insurance Men’s Association, is chair- 
man of the committee handling this 
course and he will deliver a number of 
lecture Walter J. Mosenthal is vice- 
chairman of the committee. The cost 
of the course to members of the Insur- 
ance Society will be $55 and to non- 


members $60. Lectures will be delivered 
Mordays and Thursdays from 5:45 to 
7:45 p. m, in the auditorium of the Trav- 


elers, 55 John Street. 

Others who will give lectures in this 
course will be Carl J. Stephan, Loyalty 
Group; Paul J. Kennedy; W. Warren 
Ellis, National Association of Insurance 
Brokers; Roy Thurnall, Atlantic Mu- 
tual; at N. Whitelaw, The Pruden- 
tial; W. Jack Nelson, U. S,. Aviation 
U of BRE John C. Brodsky, Fidelity 
& Casualty; Lee Ingraham, Aetna Cas- 


ualty & Surety; : ae 4 Magrath, Chubb 
& Son; Floyd R. DuBois, Frank & Du- 
Bois; Ernest L. Clark, J. . Penney Co.; 
kK. P. Stockham, North British & Mer- 
cantile, and J. F. Lawler, New York In- 
surance Department. 


LUMBERMEN’S NAMES MAYER 

The Maxwell H. Mayer Co., 123 Will- 
iam Street, New York, borough agent 
for casualty lines for the Ocean Acci- 
dent, has been appointed downtown au- 
tomobile agent for the Lumbermen’s of 
the Fire Association group. Maxwell 
H. Mayer, head of the agency, is a vet- 
eran in the casualty field. 
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New York Insurance Tennis Team 





Left to right, standing: W. G. Jones, Manufacturers Casualty; Ben Gold, broker, 


coach; Harold Glatzer, lawyer; 


seated: R. C. Taylor, Fidelity & Casualty; Bert 


Golub, Golub Agency; Henry C. Meyer, Fidelity & Deposit, manager. 


The New York insurance tennis team 
was scheduled to play its first match 
yesterday against the Brooklyn Edison 
Tennis Club. This is the first time that 
an insurance tennis team has competed 
against clubs of other lines of business. 

N. Wyckoff, first singles man of the 


H. A. TAYLOR SAILS FOR EUROPE 

Harry A, Taylor, insurance and real 
estate agent of East Orange, N. J., is 
sailing for Europe today on the Camero- 
nia, accompanied by his wife and four 
children. While in Paris he will speak 


at the International Conference of Sur- 
veyors and Appraisers as the represen- 
tative of the American Institute of Real 
Estate Appraisers. The Taylors will re- 
turn to this country the latter part of 
\ugust after visiting Scotland, Wales, 
England, 3elcium, France, Austria, 


Switzerland, Italy and Algiers, 


NEW JERSEY SPECIALS ELECT 
Harold Wittich of Newark, special 
agent in New Jersey for the Providence 


Washington, was elected president of 
the New Jersey Special Agents’ Asso- 


ciation at the annual meeting and out- 


ing on Monday at the Suburban Golf 
Club, Union, N, J. Other officers are 
G. H. Buckingham, Phoenix Assurance, 


reorge Cicero, Caledonian, 


North- 


vice-president ; ( 
secretary, and Charles Conklin, 
ern of New York, treasurer. 


APPROVES COOPERATIVE BILL 
Governor Lehman of New York has 
approved the Piper bill amending Sec- 
tions 262, 267 Insurance Law, relative to 
classification, rates, powers, surplus, etc., 
of cooperative fire insurance corpora- 
tions. 





team, suffered the death of his father 
several days ago and will not play for 
awhile. Clyde Sisson, Aetna Life, and 
H. Neill, Insurance Co. of North Amer- 
ica, will also see action this year but 
were unable to be present when the 
above photograph was taken this week 


Marshall Heads Eastern 
Rural Agents’ Committee 


Fred J. Marshall, East Aurora, N. Y.,, 
president of the Erie County Agents 
Association and chairman of the farm 


underwriting committee of the New York 
State Association of Local Agents, has 
been appointed Eastern territorial chair- 
man of the newly formed rural agents’ 
committee of the National Association 
of Insurance Agents. He will have charge 
of the following states: 

Maine, New Hampshire, Vermont, 
Massachusetts, Connecticut, New York, 
New Jersey, Rhode Island, Pennsylvania, 
Maryland, West Virginia and Delaware. 
The set-up is just in the making and he 
will likely have two or possibly three 
others on his committee from the above- 
named states. The purpose of this com- 
mittee is to take up the rural agents’ 
problems and do some constructive work 
where it has been much needed. 


FIRE & MARINE GOLF MEET 

Attendance will be large at the tour- 
nament of the New York Fire & Marine 
Insurance Golf Association at the 
Baltusrol Golf Club, Short Hills, N. J. 
Thursday, June 24, on the basis of reser- 
vations received already by Eddie Galla- 
gher. Those who plan to participate but 
have not yet sent in their dues are 
urged to do so promptly. 
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By E. H. HORNBOSTEL, CAR & GENERAL INS. CORP., LTD. 
New York State Agent, Firemen’s of N. J. CASUALTY LINES 
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worry, but | know a lot that die of pure © story, espe cially if continued stories, Now ae ee mnt. 
inanition. | have in mind a fine young they introduce a lot of characters hard Virginia Agents to Vote on 227 YEARS OLD 
man bort with a silver spoon in his to kee p track of trom week to week, and Salaried Manager in June ~ 
mouth, who if he had had to struggle for in one chapter they refer to them by clair coi .] & |B N 
t livine might have made a mark in life — their first name and then by their family When the Virginia Association of In- 
and lived loner He loafed in Winter name, and then on top of all that, they surance Agents meets in annual session CE 0 CE ‘ 
is well as in Summer, and had no ann vive male names to female characters, a at the Hotel Chamberlin at Old Point INSURAN E FFI E, LIMITED 
in life, Finally he got i and died at an — - So 7; ~ oe — Comfort this month, the executive com- FOUNDED 1710 
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a ay SS ey & Rene pa eke» = has already arranged for underwriting Western Department 
Needlessly to say he was not an insur \MIrs. Smith, then Clara, and then “Karlie Asis -° peace’ ge = gealgr miei 

: the cost of operating such an office for a 309 West Jack Blvd 
ance man, as there are few loafers in this or some nick name. I am exaggerating vear. It is estimatcd that the cost will est Jackson Blvd. 
business of ours somewhat, but isn’t it the truth ? Pilea l a Tm. « Bet Chicago 
be around $10,000. The association has Rect 
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A Diplomatic Tip To George Berry ting up the office of a paid manager for San ance tlh CL Fre 
There are men who as employers pre- My friend George Berry, who is an several years. At the annual meeting in cisco, Cal. ¥. ol 
ba ( rCOTLE Cc ) Din * . ¥ : 
fer an employe who needs constant prod ‘ te e's, d Lynchburg last year the committee was indet 
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ding, as they, the employers, reer mM- that he liked my getting the “low-down” A gee ‘ ee . ; , 
portant in calling them down and im-  (y; ynany thines and Iehone thie inetal-  Tevort at the meeting this year. Deci- New York Board Committee long 
TESS eH s owledy ; ee ; ° all SI make recommendation tor the uel 
pt ing them with their vast kn wledg¢ iient will please him. George is waging me SS oe Fen 3 ha 2 Members Named for 1937 busin 
lo these employers an efficient self Riteieeline deel deena isthe establishment of such an office was bu 
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they can’t find anything to pick on : ale . be: bro - held in Richmond recently. A number New York Board of Fire Und rwriters derw1 
o : pray that he will come out all right. of routine matters were also discussed coop 
um for, which annoys their self-esteem, cam its were elected recently at the annual at a 
and the efficient employe of the class | at the meeting. : . - etine at the same time th: he -of : 
liean simply won't stand in awe of them FARM FIRE PAMPHLET ISSUED The program for the forthcoming con- mecung a 1¢ same time iat the of- inter« 
This is a fact in every business and there \ sixteen-page pamphlet with numer- vention to be held June 25-26 has been ficers were retained for another year. will ¢ 
is no way out. It often seems wiser to Us illustrations showing causes of farm completed with the exception of the so- The committees are as follows: ~ 
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Farm Risk Expert 


MARSHALL 


FRED J. 


Fred J. Marshall of East Aurora, N. 
Y., chairman for many years of the farm 
underwriting committee of the New York 
State Association of Local Agents, has 
long fought for improvement in farm 
mnderwriting hazards in order that the 
business may be made more attractive 
fo stock companies. More careful un- 
derwriting by agents on these risks plus 
cooperation on the part of the companies 
for those agents who do show a real 
interest in improving farm fire hazards 
will eo far toward preserving this busi- 
ness for stock insurers on a profitable 
basis, Mr. Marshall believes. 





Not to Ask Convention 


Contributions of Companies 

In connection with the forty-second 
annual convention of the National Asso- 
ciation of Insurance Agents meeting in 
Dallas the week of October 4, no com- 
pany will be asked to contribute to the 
convention fund, as the members of the 
Dallas Insurance Agents’ Association 
have underwritten the convention ex- 
penses. Texas companies will be allowed 
to take part through luncheons, dinners 
rr entertainment under their own name 
but will not contribute any cash. 

In return the Dallas agents will insist 
o: the companies registering every man 
present at the convention. At some na- 
tional conventions it is said that com- 
panies have not had all men registered. 

President Richard H. McLarry will be 
the general chairman of the convention 
with a special “president’s cabinet” of 
advisors consisting of A. R. Andrews, 
J. W. Blanton, C. R. Burton, James R. 
Cochran, eo L. Dexter, Tom P. 


Ellis, W. R. Ellis, Eric Gambrell, James 
Li, eth ay, Don Houseman, Harry I. 
Maxson, George Pfouts, Arthur T. Simp- 


son, Robert W. Thomas, Charles R. 
Tucker and Dallas Addison. 

MAILING HELD CANCELATION 
An automobile fire policy provided that 
notice of cancélation mailed to the ad- 
dress of the insured as stated in the 
Policy should be sufficient notice. The 
mMsurance company mailed a notice to 
the insured’s address within time to 
reach the insured more than five days 
before the car was destroyed by fire. 
he policy provided for cancelation on 
five a written notice. The unearned 
Premium was tendered to the insured 
two days after the car was destroyed. 
The policy did not require tender of the 
unearned premium with the notice but 
for its refund on demand, The Georgia 
Court of Appeals = St. Paul Fire & 
Marine e  * v. C. I. T. Corporation, 
189 S. E. , that go was a cancela- 
tion of ae policy before loss, even 
though the evidence was that the insured 
never received the notice mailed to him. 





Marine Insurers Allowed Full 


Recovery in Reimbursement Suit 


Three actions were brought by the 
Aetna, the Union Marine & General and 
the Boston against the United Fruit 
Co. in the Federal District Court for 
southern New York. The actions were 
tried together. There was an agreed 
statement of facts and counter motions 
for directed verdict. 

The plaintiffs were hull insurers of 
defendant’s steamship Almirante; under 
valued policies agreeing that the ves- 
sel had a value of $632,610, other policies, 
with defendant’s self-insurance brought 
the aggregate amount of insurance held 
by defendant to that figure. On Sep- 
tember 6, 1918. the Almirante came into 
collision with the steamship Hisko and 
became a total loss. A few months 
later the plaintiffs and other insurers 
paid the defendant the full amounts cov- 
ered by the policies. 

The United States was owner of the 
Hisko, Congress passed a special act 
allowing suit against the United States 
for the loss of the Almirante, but  bar- 
ring recovery of interest. In the suit 
then brought the United Fruit Co. re- 
covered $1,761,693 as the actual value of 
the Almirante and received payment of 
that amount from the United States on 
July 26, 1932. The legal expenses in 
that litigation, amounting to $300,024, con- 
ceded to be fair and reasonable, were 
paid out of the fund, reducing the re- 
covery to $1,461,668. 

Underwriters Charged for Part 
of Expenses 

Out of this balance the United Fruit 
Co, remitted to the plaintiffs and other 
hull insurers in September and Novem- 
ber, 1932, the amounts of their pay- 
ments under the policies, less part of 
the expenses. The part of the expenses 
charged against the insurers was smaller 
in proportion to their interests than the 
part charged against the fruit company. 
\s a result of this treatment of the 
fund recovered the plaintiffs and other 
insurers in like position received back 
about 89% of what they had originally 
paid to the fruit company under the poli- 
cies. 

Relinquishing their broader claim to 
the fruit company’s entire net recovery 
of $1,461,668, the plaintiffs claimed the 


full amount of their payments to the 


Frank E. Shields Joins 
Service Review in N. Y. C. 


Frank E. Shields has become identified 
with the home office of Service Review, 
Inc., in New York City, well known in- 
surance inspection agency, as a special 
representative and he will specialize in 
soliciting inland marine business. 

Mr. Shields was formerly with the Fire- 
man’s Fund as an underwriter in the 
ocean hull, lake and yacht department. 
He resigned in 1929 to join Marsh & 
McLennan as lake hull placer, which 
position he held for three years. He 
later became associated with William H. 
McGee & Co. as an inland marine ad- 
juster, and was also with Schiff, Terhune 
& Co., Inc., as ocean marine and inland 
marine placer, 

Mr. Shields is thoroughly versed in 
the inland marine field, having been 
identified with it for a period of thirteen 
vears. 


EUGENE BULLOCK TO RETIRE 
Eugene Bullock of Dallas, special 
ugent in north Texas for thirty-two 
vears for the New York Underwriters 
Insurance Co., is being retired on July 
1. He has not been in the best of health 
for several years and the company will 
pension him. R. U. Wright, state agent 
in Louisiana, will succeed Mr. Bullock 
in the north Texas field. Mr. Bullock is 
rated as the dean of Texas fieldmen. In 
1906 he was one of the adjusters sent 
by the New York Underwriters to San 
Francisco to handle the conflagration 
losses. 


defendant under the 
without deduction of any kind, and for 
interest on those payments from 1918, 
less of course the amounts received in 
1932, The court said that: “All Ameri- 
can underwr‘ters are making — similar 
cla‘'ms; the English underwriters are 
making no claims.” 

After discussing at length the broad 
rules governing the relative rights of 
insured and insurer under a valued pol- 
‘cy of hull insurance, the court said: 
“In the present case the defendant finally 
recovered from the owner of the vessel 
at fault in the collision a sum far beyond 
the amount which it had received from 
the insurers as the full value of the ves- 
sel agreed on in the policies. After 
payment of all expenses incurred in re- 
covery, the defendant still had a fund 
more than double the agreed value. It 
was accordingly bound to pay over to 
the insurers amounts equal to those 
which it had received from them in pay- 
ments under the valued policies, and 
there was no warrant for charging any 
part of the leval expenses against the 
insurers. In other words, the defendant 
should have paid to the Actna $18,978 
instead of $16,845, to the Boston $15,815 
instead of $14,037, and to the Union 
Marine & General $6,326 instead of $5,- 
615. 

“The defendant protests that this re- 
sult will violate the rule that the insured 
is to be completely reimbursed before 
the insurer takes anything by subroga- 
tion. But in cases of total loss under 
a hull policy the insured is rarely re- 
imbursed for his actual loss where the 
policy is a valued one, and the reason 
is that he has made an agreement on 
value with his insurers.” 

Plaintiffs were not allowed interest on 
their payments from 1918, as claimed, 
but only on the unpaid balances from 
1932 on. That much the court held they 
ought to have. because the defendant 
should have reimbursed them in full at 
that time and has since had the use 
of their money. 

Verdict was directed for the plaintiffs. 
Aetna a verdict for $2,132, Boston for 


policies in 1918 


$1,777, Union Marine & General for 
$710; cach figure to carry interest from 


November 28, 1932. 


J. B. Levison 


(Continued from Page 25) 


organizing the San Francisco Commun- 
ity Chest, serving also for some years 
as president of Mount Zion Hospital. 
He is now serving on the consulting fa¢- 
ulty of the Graduate School of Business 
of Stanford University. He is at pres- 
sent a member of the finance committee 
of the 1939 San Francisco Exposition 
He is the only man who has ever been 
president of all the Pacific Coast organi- 
zations governing fire, automobile and 
marine insurance business. 

Mr. Levison was one of the organizers 
in 1898 of the American Institute of Ma 
rine Underwriters and has been presi- 
dent for many years of the Insurance 
Federation of California. One of the 
pioneers of automobile insurance, he was 
responsible for his company’s entry into 
that field, and Fireman’s Fund became 
the first to write automobile insurance 
on a nation-wide scale. 

In 1916 he focused attention of insur- 
ince executives to the drawbacks undet 
which the automobile business labored 
with four separate and unrelated regional 
conferences, and at a meeting in New 
York on March 9, 1916, suggested a basis 
upon which a national organization could 
be created. This organization is the 
National Automobile Underwriters As 
sociation, 

Another example of his foresight was 
his published statement in 1926, “... the 
fire insurance business will never be in 
the shape we would all like to see it until 











their 


the company executives submerge 
personal interest or the interests of thei 
own organization in the general interests 


and are willing to sacrifice, if necessary, 
certain advantages for the common good 
I am inclined to think that the only 
practical way to approach the matter is 
by preliminary conferences between a 
or fifteen leaders, and if they 
could agree on certain fundamentals it 
would be a long step in the right di 
rection.” In 1931 the formation of ‘th 
Insurance Executives Association took 
place. 

Besides his service to insurance, in 
which he has carried more than his full 
share of assignments on committees of 
national organizations, he has done yeo 
man service in the interests of organized 
business. He has served on the Insur 
ance Advisory Committee and other com 
mittees of the United States Chamber 
of Commerce, and was for many years 
a member of the board of directors of 
the California State Chamber of Com 
merce and of the San Francisco Cham 
ber of Commerce. In 1920 he was among 
the American business executives who 
participated in the organization meetings 
of the International Chamber of Com 
merce in Paris. 

No High Hat 

Levison were given to handing 
framed mottoes in his home or office 
he would probably choose: “Don't take 
yourself too seriously.” An amusing in 
cident is recalled of the time just prior 
to his election as president of Fireman's 
Fund, It was his custom to lunch at 
the Bohemian Club with a group of kin 
dred spirits, at a large round table in 
the center of the dining room 

On the day in question, however, he 
took one of his fellow directors to the 
club for luncheon and, feeling that his 
future responsibilities were bound to be 
discussed, led his colleague to a_ tablk 
for two, Forthwith there were shouts 
from the big table, “What's the matter ? 
\ren’t we good enough for you?” “J 
B.’s getting exclusive now that he’s to 
be president of Fireman’s Fund.” 

As luncheon progressed the hilarity 
at the round table grew rather than 
abated Mr. Levison’s guest frowned 
upon the scene. 


If Mr. 


“Levison,” he said earn 
estly, “now that you are to assume the 
presidency of Fireman’s Fund | think 11 
would be more in keeping with your 
position if you gave up this sort ol 
association with these musicians and art 
ists.” 

Mr. Levison was silent for a moment, 
then said, “All right, if you think so I'll 
give it up—I mean I'll give up the idea ot 
being president of Fireman's Fund.” 

At the time of his retirement from the 
presidency in February the San Fran 
cisco News said in an editorial 

“It marks the end of th 
of a truly notable 
with the 


active period 
the sort 


stability and 


career, ot 


more associated 

permanence of English or European 
houses than with American busines 
Enterprise and initiative have marked 
Mr. Levison’s leadership As a former 


president of the Music Association, a 
man of broad culture, Mr. Levison ha 
contributed valuably and generously t 
the life of his city.” 

Three Sons in Insurance Brokerage 

Business 

It is doubtful whether any of his many 
and varied accomplishments have brough 
to J. B. Levison as much satis rT 
as the fact that he has been blessed 
with an unusually happy family life 
Three of his four sons are in the insur 
ance brokerage business in San 
Levison Brothers, 1s 


cisco. Their firm, 

recognized as one of the leading broker 
age offices of San Francisco. The fam 
ily circle has widened to include the 
wives of the younger Levisons, and late 
the grandchildren. This family life i 


Mr. Levison’s greatest pride and delight 


DARLINGTON SAILS JUNE 12 

Hart Darlington, manager of the Nor 
wich Union Fire, and Mrs. Darlington 
will sail for the United States on the 
Berengaria on June 12, They have been 
visiting the head office of the conmpar 
in England and this week were in Pat 
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Supreme Court Denies Hull Insurers 
Recovery From P. & I. Underwriters 


The United States Supreme Court last 
week ruled that marine underwriters who 
had carried bills of lading insurance to 
cover carriers’ liability for cargo damage 
cannot recover from the protection and 
indemnity underwriters of the carrier any 
part of the amount paid to the carrier 
because of cargo losses suffered as a re- 
sult of collision. Chief Justice Hughes 
delivered the opinion in the case, which 
is entitled Great Lakes Transit _Corpora- 
tion, petitioner, vs. Interstate Steamship 
Co. and Atlantic Mutual Insurance Co., 
et al. The case involved a collision be- 
tween the vessel George D. Dixon, owned 
by Great Lakes Transit Corporation, and 
the vessel Willis L. King, owned by In- 
terstate Steamship Co., and the resultant 
damage to, or loss of, cargo carried by 
the Dixon. Each owner brought a libel 
in admiralty against the other, with the 
suits being consolidated. 

The Atlantic Mutual and other under- 
writers having paid to the petitioner, un- 
der insurance policies procured by it, the 
amount of cargo damage and loss which 
petitioner had paid to the owners of the 
cargo carried on its vessel, intervened and 
“claimed the right through subrogation 
to recover the amount thus paid from 
Interstate Steamship Co. and its vessel, 
the King.” 

The District Court entered a decree 
adjudging both vessels at fault and that 
the intervening underwriters should re- 
cover from each of the vessels and their 
respective owners a _ moiety of the 
amounts paid and payable under the pol- 
icies. The Circuit Court of Appeals for 
the Sixth Circuit affirmed this decree, 
the case reaching the Supreme Court on 
a writ of certiorari to that court. The 
writ limited the question to the correct- 
ness of the decree in directing recover) 
from the petitioner. 


Findings of Court 


Concluding his opinion, the Chief Jus- 
tice said: 

“Construing the policies in this in- 
stance as indemnifying the carrier against 
the liability which it had assumed by its 
bills of lading and tariffs to the cargo 
owners, the payments by the underwrit- 
ers operated as a discharge of their ob- 
ligation to the carrier and while, as the 
cargo owners had the benefit of the in- 
surance, the underwriters could be sub- 
rogated to the right of the cargo owners 
against the King they could not use that 
right to recover over against the carrier 
in defiance of their own stipulation. 

“They could recover against the King 
the moiety for which the King was lia- 
ble, but could not recover against the 
petitioner. The procedure in admiralty 
did not affect the substantive rights es- 
tablished by the policies. 

“The decree of the Circuit Court of 
Appeals is reversed and the cause is re- 
manded for further proceedings in con- 
formity with this opinion.” 

The Federal District Court for North- 
ern Ohio entered a decree adjudging 
both vessels at fault and that the inter- 
vening underwriters should recover from 
each of the vessels and their respective 
owners a moiety of the amounts paid 
and payable under the policies. This de- 
cree was affirmed by the Sixth Circuit 
Court of Appeals, 86 F. (2d) 740. Cer- 
tiorari was granted by the United States 
Supreme Court, limited to the question 
of the correctness of the 


decree m di- 


recting recovery from the Great | akes 
Corporation 
The U. S. Supreme Court agreed with 


the lower court that by the applicable 
tariffs and uniform bills of lading ap 


proved by the Interstate Commerce Com- 
mission under which the cargo on the 
Dixon was carried the Great Lakes Cor- 
poration waived the saving clauses of the 
Harter Act and assumed full liability to 
the cargo owners for loss or damage 
caused by marine perils. While these 
tariffs were not uniform they also either 
stated or fairly imparted that the spe- 
cified rates should include marine insur- 
ance, 

The court did not agree with the view 
that the obligation of the Great Lakes 
Corporation as to insurance “went no 
further than to require it to procure 
policies of insurance from others.” It 
held that it did more than agree to ob- 
tain marine insurance. By its tariffs it 
waived the provisions of the Harter Act 
and became itself an insurer of the 
cargo against marine perils. “The agree- 
ment to obtain marine insurance did not 
detract from that undertaking. Had the 
underwriters been unable to respond to 
their contracts, petitioner would still have 
been liable to the cargo owners upon its 
own engagement. Having assumed that 
liability petitioner was undoubtedly en- 
titled to take out policies for its own 
protection.” 

It was held that the fact that the cost 
of the insurance was included in the 
carrier’s rate did not affect the question. 
“The rate would properly cover all the 
reasonable expenses incident to the 
transportation, and when the carrier as- 
sumed liability to the cargo owners for 
damages and losses caused by marine 
perils, there was nothing unreasonable in 
the carrier’s protecting itself against that 
risk by procuring insurance and covering 
the cost in its rate.” 

The effect of the decree, the court 
said, would be “to enable the underwrit- 
ers to get back one-half of the amounts 
they had expressly agreed to pay to pe- 
titioner for its indemnity.” 


MARINE OUTLOOK IMPROVING 





Such Is Belief of Lord Essendon; Ship 
Values Increasing; More Vessels 
Are in Operation 

Presiding at the annual mecting of the 
Planet Assurance Co. in London recently 
Lord Essendon said that conditions gen- 
erally in the marine insurance market 
had been increasingly difficult during the 
long period of depression experienced by 


the shipping industry, but there were 
definite signs of improvement. 
“In place of the pressing desire of 


owners to reduce their values,” Lord Es- 
sendorn proceeded, “there is now an ac- 
tual need in many cases to increase val- 
ues, in addition to which ships are more 
actively engaged than for some time past, 
and there is a corresponding increase 
both in volume and in the value of car- 
goes to be insured. 

“It is not to be inferred from these 
remarks that these improvements will all 
inure to the benefit of underwriters, be- 
cause there is obviously a greater risk 
of claims arising, in addition to which 
the cost of repairs to ships is increasing 
in line with the increasing cost of ship- 
building, and we must expect cargo 
claims also to be on a higher level com- 
mensurate with the increased value of 
commodities. 

“There is, however, a greater and bet- 
ter opportunity of cooperation between 
underwriters than has been evident in 
recent years which should result in busi- 
ness being written on a sounder basis 
and, I hope, a more profitable one. In 
the meantime, so far as the past year’s 
business is concerned, some exceptionally 
bad weather was experienced, particu- 
larly in the North Atlantic, and there is 
no doubt that some heavy claims will 
come forward in due course.” 


Washington Conference Was 
Postponed Until Yesterday 


Marine underwriters in New York who 
had been invited by the Maritime Com- 
mission to go to Washington on Thurs- 
day last week to discuss ways and means 
for enlarging the American marine in- 
surance market were informed Wednes- 


day of Jast week that the conference haq 
been postponed until Thursday of this 
week, The Commission is seeking tg 
increase the facilities of the American 
hull markets to take care of more bysi- 
ness expected to result from the Goy. 
ernment’s ambitious shipbuilding pro. 
gram. The Government’s insurance pro. 
gram is not yet fully developed. 

Among shipowners there is apparently 
not too great enthusiasm for the Goy- 
ernment’s merchant marine program 
Shipowners contend that the Govern. 
ment puts too much red tape around bor. 
rowing of money for the purchase of 
ships and that it is cheaper for them jn 
the end to borrow directly from private 
banks. 


Griffith and Clausen Join 
Northern’s Inland Dept. 


The Northern Assurance announces the 
appointment to its inland marine depart. 
ment of George D. Griffith and Stanley 
R. Clausen as inland marine _ special 
agents. Mr. Griffith was formerly con. 
nected with the inland marine depart- 
ment of the Great American. He is q 
graduate of the fire insurance course at 
Northwestern University. 

Mr. Clausen started his insurance ca- 
reer in 1923 in the fire department of the 
American Eagle Fire. In 1925 he was 
transferred to the automobile depart. 
ment, and from there to the inland ma- 
rine department of the America Fore 
Group. He has been special agent for 
that department for the last four years 
Mr. Griffith will travel Ohio and Michi- 
gan for the Northern. Mr. Clausen will 
cover Illinois, Indiana and Wisconsin. 





Insurance Companies Win Appeal 
In Schodack Collision Controversy 


The United States Second District 
Court of Appeals has reversed the de- 
cree of the lower court in the Schodack 
case, the lower court having held that 
the libelant, the United States of Amer- 
ica, was entitled to recover from the 
American of Newark and other marine 
writing insurance companies under P. & 
I. policies for collision damage. 

The United States steamship Schodack 
was covered by a protection and indem- 
nity insurance contract with the Ameri- 
can of Newark and other companies. 
While dry-docking it collided with one 
of its tugs, the Timmins, which collided 
with a tug moored at a pier, the Hans- 
com. The Hanscom’s owner sucd. The 
United States was found liable. It paid 
the decree and sued the insurance com- 
panies for reimbursement. From a de- 
cree for plaintiff (16 F. Supp. 218) the 
companies appealed. The contract sued 
on expressly excluded losses covered by 
the ordinary form of hull policy. 

The Second Circuit Court of Appeals, 
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The Schodack, 89 F. (2d) 8, said that 
the sole issue was “whether the hull pol- 
icy which insured against the risk of col- 
lision extended to all damages _prox- 
mately resulting from such collision. ex- 
cept as otherwise specifically provided 
Under the English law it does and the 
English form of hull policy is similar to 
ours in all relevant respects. France, 
Fenwick & Co. v Merchants’ Marine 
Ins. Co., Ltd., (1915). 3 K. B. 290, ac- 
cepted an interpretation which includes 
a double collision, as where the collision 
between the ships, first and second, is 
shown to have caused the collision he- 
tween the second and third, saying that 
the first is liable to the third under the 
terms of the hull policy.” 

Without subscribine to the doctrine of 
the prior case, The Niobe (1891), A. C. 
401, the court said it would have no 
doubt of the correctness of the interpre- 
tation adopted in the France case were 
it not for Western Transit Co. v. Brown 
(2nd C. C. A.), 161 F. 869, which was not 
inconsistent with the result of the Niobe 
case and there was no difference be- 
tween both of these cases and “one where 
vessel A collides with vessel B, and the 
latter in turn with vessel C as a result 
of the first contact. The hull policy in- 
suring against the risks of collision plain- 
ly covers such a case. 

“The running-down clause unqualified- 
lv includes the risks of damage resulting 
from a collision of the insured vessel 
‘with any other ship or vessel.’ Only 
one exception is made and that relates 
to injuries to harbors, wharves, etc. It 
is fair to assume that by the use of 
these exclusions. not contained in_ the 
clause found in Western Transit Co. ¥ 
Brown, the parties here intended _ the 
clause to extend beyond merely the dam- 
ages to the vessel with which the insured 
vessel might come into immediate con- 
tact. To so restrict the clause would be 
to deprive it of nearly all its sense am 
meaning. 

“The damage to the Hanscom is there- 
fore included and the suit on the protec: 
tion and indemnity contract of insurance 
must fail.” 
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J. J. Magrath Gets Fine 
Tribute from Fraternity 


WALDORF-ASTORIA TESTIMONIAL 





Leaders Join in Justified Recognition to 
Department's Retiring Rating Chief; 
Joining Chubb & Son 





Joseph J. Magrath’s many-sided job as 
rating bureau chief in the New York 
Insurance Department was given the 
spotlight of publicity Wednesday eve- 
ning at a testimonial dinner in his honor 
and the unanimous judgment of 450 din- 
ers was that he was thoroughly deserv- 
ing of the praise heaped upon him on 
the eve of his retirement from public 
life to join Chubb & Son, and that that 
internationally known house had made a 
most sagacious choice. 

The affair, held in the grand ballroom 
of the Waldorf-Astoria Hotel, New York, 
brought together leaders of the fire, 
casualty, surety and marine fields, both 
producers and company men, who united 
in acclaiming “Joe” Magrz ath for his 
constructive work in a difficult post. Un- 
der the skillful chairmanship of James 
J. Hoey of Hoey & Ellison, who is Col- 
iector of Internal Revenue, and the bril- 
liancy of the post prandial speech-mak- 
ing, the testimonial was easily one of 
the most enjoyable parties of the season, 


It was also appropriate that Archie 
Smith of Zweig, Smith & Co. received 
public recognition as he as _ secretary 


of the general committee did a fine job 
in handling the preliminary arrange- 
ments, The entertainment included songs 
by Everett D. McCooey, son of the late 
Brooklyn Democratic leader, and John 
Griffin, a newspaper man. 

R. P. Barbour and J. J. Hoey Lead Off 


Robert P. Barbour, Northern Assur- 
ance U. S. manager, graciously opened 
the program and introduced James J. 
Hoey as toastmaster. As deputy insur- 
ance superintendent 25 years ago Mr. 
Hoey created the Department rating bu- 
reau to which Mr. Magrath in 1929 was 
assigned as chief by the then Superin- 
tendent Albert Conway. Mr. Hoey 
sounded the keynote in speaking of “Joe” 
Magrath’s demonstrated ability to cope 
with difficult problems, his calm tempcra- 
ment, judicial judgment and “smiling 
Irish eyes.” But before casting final 
sentence on the guest of honor Mr. 
Hoey asked for the testimony of a few 
character witnesses. It came promptly 
and generously, the list including: 

William Leslie, general manager Na- 
tion Bureau of Casualty & Surety Un- 
derwriters; Frank D, Layton, vice-presi- 
dent National Board of Fire Underwrit- 
ers and president National Fire of Hart- 
ford; Archibald G, Thacher, counsel to 
American Institute of Marine Underwrit- 
ers, of Barry, Wainwright, Thacher & 
Symmers ; William Schiff, past president, 
National Association of Insurance Brok- 
ers and Insurance Brokers Association 
of New York, of Schiff, Terhune & Co.; 
Walter H., Bennett, secretary - counsel, 
National Association of Insurance 
Agents; Albert Conway, Supreme Court 
Justice, State of New York, and former 
Superintendent of Insurance, and Louis 
H. Pink, Superintendent of Insurance. 

Busy 16-Year Career Highspotted 

As Mr. Magrath sat quietly in the midst 
of this group of notables, the dais also 
including Commissioners Withers, Gough, 
Hunt and Blackall from neighborly states, 
he saw his busy 16-year career with the 
Department pass in kaleidoscopic review. 
Not overlooked was his helpful counsel 
to the commissioners’ association, his 
open-minded attitude on new trends in 
fre-casualty rate-making, and his con- 
stant efforts to improve acquisition cost 
conditions. He was even told of “what a 
secretary thinks of her boss” when Su- 
perintendent Pink made these observa- 
tions during his speech; and heard Mr. 
ink express the regrets of the Depart- 


N.Y. Compensation Rates 
Go 2% Lower on July 1 


SUP’T PINK APPROVES REVISION 





Retrospective Rating Plan Also Ap- 
proved; New O. D. Schedule 
Rate Plan for Foundries 

Superintendent of Insurance Louis H. 
ink this week approved a general rate 
revision in  workmen’s compensation 
rates for New York State, effective July 
1, approximately 2% lower than rates 
now in effect, and representing an an- 
nual saving of more than $1,000,000, The 
Superintendent also approved an occu- 
pational disease schedule rating plan for 
foundries, and the principles of the 
retrospective rating plan. Simultaneous 
with Mr, Pink’s announcement the Com- 
pensation Insurance Rating Board of 
New York sent out to its membership 
full details of the general rate revision, 
emphasizing that the new rate level is 
based upon the loss ratio experience of 
all carriers for policy year 1935 and in- 
cludes a contingency factor of five 
points founded upon calendar year ex- 
perience for 1933-36 inclusive as dis- 
closed by the Casualty Experience Ex- 
hibit. 

In making his announcement Superin- 
tendent Pink referred to 631 classifica- 
tions of employment of which 470 re- 
ceived materially reduced rates, 143 
were increased slightly and 18 remained 
the same. The manufacturing classifi- 
cations received the largest reductions 
averaging 7% over all. 


“The loss and expense’ constants 
which enter into minimum premiums 
have been reduced for manufacturing 


concerns from $42 to $39, for contract- 
ing concerns from $41 to $27, for em- 
ployers in the Federal classification 
from $50 to $39, for the employers which 
come under the classification of ‘all 
other’ this constant has been increased 
from $18 to $21.” 
Occupational Disease Hazards 

Referring to occupational disease rate 
changes Mr. Pink said: “The work- 
men’s compensation act has been 
amended to increase the amount of 
benefits payable to an employe disabled 
by silicosis or other industrial disease. 
The increase of benefits requires an in- 
crease in the amount of premium. The 
foundry class rate has been increased 
from $.98 to $1.48. 

“A schedule rating plan has _ been 
adopted for foundries. This plan will 
allow a credit resulting in a lower pre- 
mium for those plants where protective 
appliances are installed and the opera- 
tions are conducted according to stand- 
ards set forth in the plan. The full 
compliance with the standards entitles 
the employer to a 35% reduction in the 
occupational disease rate. This would 
reduce the new basic rate of $1.48 to 
$.962, which is below the present rate. 

Retrospective Rating 

As to restrospective rating the Super- 
intendent said: “The Compensation In- 
surance Rating Board has adopted the 
recommendations of the Superintendent 
of Insurance respecting eligibility re- 
quirements and interstate application of 
this plan. 

“The Board has asked that in deter- 
mining the experience of a risk that 





ment at his leaving. And he could not 
help but be thrilled when Hendon Chubb, 
head of Chubb & Son, in an unscheduled 
ti spoke pleasantly of his joining Chubb 
& Son, 

Finally it came “Joe’s” turn and in a 
gracious response he turned the tables 
on his admirers and paid them as many 
compliments as he had received. Ap- 
propriately, as the happy evening closed, 
cag a a Hoey offered a toast to 
Mrs. J. Magrath, sitting up in the 
Saas, and she was given a big hand. 
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Merit and Occupational Rating 
Plans of Accident & Casualty Co. 


Shortly after the Accident & Casualty 
of Winterthur started active operations 
in the United States the company put 


on the market an occupational rating 
and a merit rating plan, both as en- 
dorsements to the auto liability private 
passenger policy. These two plans have 
been approved by insurance depart- 
ments in many states throughout the 
country and their sale by agents has 
been brisk. They are not permitted, 
however, in New York and Massa- 
chusetts. 


This week Neal Bassett, United States 
manager of the Accident & Casualty, 
released full details of the two plans 
because of the keen interest being evi- 
denced in them, he said. Also, as much 
interest has been evidenced as to rea- 
sons why insurance commissioners of 
states having anti-discrimination laws 
have approved Accident & Casualty fil- 
ings of these plans, “it seems desirable 
to give a copy of our letter accompany- 
ing such filings,” says Mr. Bassett. 


Merit Rating Agreement 

The merit rating agreement, it is ex- 
plz uined, i is an endorsement given in rec- 
ognition of past meritorious automobile 
driving and handling by the named in- 
sured, and to encourage future meritori- 
ous driving and handling the named in- 
sured will be allowed a reduction of 
10% in the manual premium rate pro- 
vided he executes a handwritten, truth- 
ful statement, satisfactory to the Acci- 
dent & Casualty, affirming that during 
the year immediately preceding the ef- 
fective date of the policy he or any 
other insured (including chauffeur) as 
defined in the policy was not involved 
in any automobile accident for which a 
claim was made. If it develops that the 
insured’s signed statement is untrue as 





comes under the retrospective rating 
plan all cases shall be valued at the 
actual cost subject to a maximum charge 
of $10,000 for indemnity and medical 
combined. The Board likewise asked 
for the retention of the originally pro- 
posed loss conversion factor until study 
has demonstrated that a modification in 
the expense loading can properly be 
made. These changes which differ from 
the Superintendent’s suggestions have 
been provisionally approved because of 
the experimental nature of the whole 
retrospective rating plan.” 





Henry G. Thole, vice-president, Sea- 
board Surety, has just returned from a 
mid-west and southwest swing during 
which he called on leading agents of 
the company, attended the state agents’ 
association convention at San Antonio, 
Texas; took a side trip to Mexico “on 
his own,” and came home from Hous- 
ton, his last city, in a non-stop flight via 
Eastern Air Lines. 


to the past year’s experience the com 
pany has the right to declare the policy 
void and will refund to the named in- 
sured the full amount of the paid pre 
mium. And if a claim which the named 
insured has no reason to anticipate is 
made for an accident occurring in the 
previous year then the named insured 
must immediately pay to the company 
the previously allowed 10% rate reduc- 
tion, 
Occupational Rating Agreement 

The occupational rating agreement 1s 
available to a list of preferred classes 
of named insured and in recognition of 
the preferred uses to which the auto 
mobile(s) covered is restricted. Upon 
handwritten execution by each of the 
named insured of a truthful statement, 
satisfactory to the Accident & Casualty, 
affirming the named insured’s under- 
standing, acceptance and confirmation of 
the agreements (six in all), terms and 
conditions of the policy, a reduction in 
the premium amounting to 20% of the 
applicable manual rate in use by the 
company is allowed “on the date the in 
surance becomes effective.” 

In his letter of transmittal to various 
insurance commissioners Mr. Bassett 
gives a complete picture in support of 
the occupational rating plan. He ap- 
proaches the subject first from the view- 
point of the state insurance depart- 
ment’s duty. Not only must people in 
the state be protected from forms of 
insurance vicious in intent or deceptive 
in wording, but Mr. Bassett recognizes 
the department’s duty to supervise com- 
pany operations and check up on the 
soundness of the indemnity and_ value 
of clearly worded policies. It is also 
recognized as the state department's 
duty to encourage insurance companies 
along these lines: 

To devise new forms of coverage in order to 
meet the ever growing needs of the public; to 
continue to make improvement in old forms 
of coverage in order to meet both old and 
changing needs of the public; 
into lethargic attitudes or methods, 
some of them fear progress, or for selfish or 
other reasons are not forward thinking, or if 
so are not financially organized to keep pace 
with ever changing necessities of modern life 


What Plan’s Approval Means 

In approving the plan, says Mr 
Bassett, the state insurance department 
is offered an opportunity to benefit the 
public through making lower rates avail- 
able to those so entitled. Furthermore 
“it does remove discrimination now 
existing in favor of certain classes of 
insurers: does in a practical way give 
education to the public in automobile 
liability rating. 

“Approval of our plan, in final analy 
sis, is only reiterating approval of the 
principle of the so-called ‘zoning plan’ 
for automobile rating,” says Mr. Bassett. 
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Maryland’s Institutional Advertising 


Program of Past 2\% Years Has Brought Increase in Business 
and Prestige for Baltimore Company; Silliman 
Evans Tells of Objectives 


/ following data on the Maryland too. The public read about them, 
Casualty’s institutional advertising pro- watched breathlessly as drama was en- 
aram is based on background facts fur- acted before their eyes—and asked for 


nished hy David C. Gibson, director of protection. j 

publicity, who was an But where life and fire insurance 
advertising agency executive and one- were accepted as gr anted because they 
time city editor of the Baltimore Sun were understood, casualty insurance and 
hefore joining the Maryland to direct its surety bonds were sometimes lost in a 
public relations activities morass of comparative ignorance. Cas- 
ualty insurance, to the average man, 
meant automobile insurance. Surety 
bonds might mean, to the unitiated, any- 
thing from a bail bond to an invest- 


advertistwig and 


The sustained national magazine adver- 
tising of the Maryland Casualty during 
the past two and a half years has con- 


tributed to a broader gee understand- ment security. Yet there were more 
ing of the er oo of cas- 6. forty separate lines of casualty 
ualty and surety and the broad protec insurance and twenty-odd types of 


tion such insurance offers to business 
ind individuals. Incidentally, it has 
brought about a steady, healthy ggen 
in its own business as well as adding Pee 
to the company’s prestige. Ads Purely Institutional 
Immediately upon assuming the presi- The Maryland’s campaign aimed at 
dency of the Maryland Casualty in June, telling the public the protections which 
1924. Silliman Evans, recently advanced the casualty-surety business really of- 
to chairman of the board, began a study fered and doing it in a simple yet 
of the company’s need for proper pub- graphic or dramatic way—a_ two-fold 


bonding coverages 
Maryland and the 
companies, 


written by the 
other multiple line 


licitv. With a background of wide news- undertaking. Of course, there was a 
paper advertising experience he knew, third aim: to obtain increased and more 
too, the value to the entire casualty- desirable business for the Maryland 


surety field of strong educational pub- The latter aim was achieved by indirec- 
licity tion; the advertisements were and are 

Two months after he took the helm not of the selling type. They are purely 
Mr. Evans had a campaign ready and a_ educational, institutional in cha iracter. 
magazine schedule planned. But it was The answer to this was found in “mer- 
held up until he had again studied the chandising” the advertising to the com- 
entire picture, sought opinions of his as- panys agents and brokers so that they 
sociates and determined that the com- would appreciate what the Maryland 
pany’s field force of 10,000 agents and was doing to make their selling job 
brokers were organized to profit by it easier, and in tying in with the maga- 


. 3 zine appearances all other Maryland 
First Ad Appeared in December, 194 advertising and promotion material. 
In December, 1934, the first 


“a cig a agit te The Human Touch 
ment appeared, was not Dullt primar- 
‘ly on ys Morviand Casualty Co, On In two and a half years the Maryland 
the contrary, it paid homage to the entire has covered a broad field. Water dam- 
insurance industry. Titled “Carrying on ®8€ Imsurance or protection against the 
a an at Tradition.” the text read: “Nc breakdown of an electric generator are 
« I «< Ull, 4 « . + ) - 2 i : " . a dan 
finer tribute can be paid to the sound- not the jigsaw puzzles they once were. 
ness of America’s basic institutions than Millions of readers have learned what 
the record of the insurance companies corporate surety means and the finan- 
wer the past five years. During these cial red flag which ought to be waved 
strenuous times, insurance has remained ‘® —" of the dangers of personal 
. . - Ss 
a sate protector against misfortune, de- Surety. ‘ 
tondar aeninat calamity. steadfast quard That there is a human touch to be 
( andi > « « ! ° Ps « as ~ « . ° 
ian of saving 1 tower of strength to S'Ven every coverage, however _techni- 
millions of individuals and countless ¢@l! it may appear, has been amply dem- 
ienlmennen * onstrated. There is probably nothing 
That first appearance struck the key- the average man buys that is any more 
note of the series which has continued Cold and lifeless than the formal pol- 
unbroken since 1934—education of the ‘¢Y Of insurance indemnifying him against 
reader to the indispensable part played loss. si _ event of ene vefully 
by the casualty-surety insurance compa- ‘CNces t is necessarily a_ carefully 
nies in the business, industrial and so- drawn document phrased in legal ter- 
cial life of the country. Since then the ™nology that scarcely invites reading, 
public has learned of lines of insurance ‘f On reading, it actually can be readily 
ibout which thousands had never before und rstood by a layman. : 
heard [To invest such a product with human- 
Perhaps it was Mr. Evans’ own fresh  M¢SS to make it desirable—called for 
point of view that enabled him better ‘'™agination. One of the “don'ts” im- 
. . : a e rl- - srésecs _— 
and more quickly to see the possibilities posed on the Maryland advertising was 
. > “ ” ” . 
advertising something as apparently the “scare” or “horror” story and pic- 
prosaic as casualty insurance and surety ‘¢: The approach had to be from the 
bond Cc é ‘ace constructive side. The result has been 
ponds. oming from other business : : 
fields, where he had established a rec- series of illustrations that have had 
rd for successful administration, and @" appealing quality, supported by copy 
4 in a simple vein which does its educa- 


with the reporter’s bent for asking ques- : . oe | t 
Se 2 aes janie . ee 
.tions and analyzing, he sensed instinct- “onal Job in easy wore or by text 


ively the public’s general lack knowl- Which ——— on its human interest 
‘ . r reg g 

edge of the nature of the business. Fresh '°° Teading. 

n his mind was the tremendous impulse Illustrations 


ven life insurance by the War Risk Illustrations have been particularly ef- 
nsurance provided by the Government to fective. It was recognized that, with 
all men in the service during the World the descriptive headline, they had to 
Wat It had brought these men and _ provide the “stopper.” So each one 














their families to think of life insurance has been mercilessly criticized. Scores 
in terms of $10,000, instead of $1,000 of shots have been made before the 
\ tremendous upward surge of life insur- photo that was just right has been ac- 
e immediately followed cepted. Time and again an artist’s fin- 
\1 vhat of fire irance, another ished sketch has gone back for another 
popularly kno vn line? It, too, offered touch that would emphasize a needed 
protection for something tangible and feature or achieve a more human qual- 
icainst a known and clearly understood itv 
hazard Newspapers had “played up” Always the effort has been for more 
ind had done a wonderful educa originality in treatment of and striking 
t job, There was drama in fires, approach to the subject. For example, 








a recent advertisement on fidelity bonds, 
which protect employers against loss 
through dishonesty of employes, had 
to be built so that it also would im- 
press the employe with the fact that 
the readiness of the Maryland to bond 
him was in itself an acknowledgment 
of his integrity and trustworthiness, In 
this advertisement, the illustration was 
a photographic reproduction of a curved 
row of dominoes standing on end, an 
ultra-simple subject, yet a _ beautiful 
piece of art in its lights and shadows, 
the entire row slowly toppling by grav- 
ity from the fall of the first domino in 
the row. Follows the headline and copy 
introduction : 

“Little are the things that sometimes 
set off far-reaching trains of circum- 
stance, The spot on a card has been 
known to wreck a man and a business. 
A secret need, some brooded complex, 
may easily carry the makings of catas- 
trophe . . . Seldom do these human frail- 
ties fail to involve others in financial 
hardship. People are like dominoes in 
that one man’s slip may cause an entire 
group to totter. That is why fidelity 
bonding is such an important part of 
modern business “x 


Personal Surety Dangers 


Or another, this one telling of the 
dangers inherent in personal suretyship 

danger both to the man requiring a 
surety signature and to the man who 
signs and goes his bond. Illustrating 
this advertisement is an auctioneer of 
the old school, in his wing collar, striped 
four-in-hand, gaudy vest and frock coat, 
his auctioneer’s hammer poised in mid- 
air and his jovial face reflecting the 
impersonality of his feelings in a situa- 
tion tense with human drama. And un- 
der the illustration: “Going, Going, 
Gone” —not the home, nor the furni- 
ture, nor the automobile—not the ob- 
vious. Instead it is “an old and treas- 
ured friendship,” going under the im- 
ponderable fall of the hammer. Does 
such a denouement get attention, read- 
ing, understanding? The Maryland be- 
lieves it does. 


“Little Boy Blue” Ad 


3ut it remained for the simplest and 
most poignant theme of all to do one 
of the outstanding jobs of all insurance 
advertising —in a field in which the 
Maryland pioneered twenty-five years 
ago, safety engineering. The adver- 
tisement appeared last March. It quoted 
two couplets of Eugene Field’s “Little 
30y Blue” 
“The little 
dust, 
But sturdy and stanch he stands; 
And the little toy-soldier is red with 
rust, 
And his musket moulds in his hands. 


toy-dog is covered with 


“Time was when the little toy-dog 
was new 

And the soldier was passing fair, 

And that was the time when our 
Little Boy Blue 

Kissed them and put them there.” 


Above it was a photo of the empty 
trundle bed and, standing beside it, faith- 
ful, the little toy dog and the tin soldier. 
After the photo and verse, the copy was 
almost superfluous. But it pointed to 
the fact that 4,000 children died need- 
lessly last year under the wheels of 
motor traffic; that 4,000 little toy dogs 


were waiting, waiting—and carried an 
appeal for safe driving so strong that 
letters poured in from all over the 


country asking for reprints and com- 
mendations came from as far away as 
Glasgow, Scotland. 

The carrying power of the Maryland’s 
campaign won considerable formal rec- 
ognition. A month ago three of the last 
twelve Maryland advertisements were se- 
lected for display in the annual exhi- 
bition of the Art Directors Club of New 
York. Two of the three were the 
“Domino” and “Little Boy Blue” illus- 
trations referred to above. And in 1936 
another of the Maryland series appear- 
ing during the previous twelve months 
won the first award for merit in the 
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School Teacher Bills In 
N. Y. Approved by Lehman 


Governor Lehman of New York has 
approved the following three bills con- 
cerning school teachers: 

The Doyle bill, senate intro. No, 1522 
print No. 1779, as chapter 832 amending 
section 868 education law, empowering 
city education boards to compensate 
teachers and other employes not covered 
by workmen’s compensation insurance 
for loss of personal property and for 
medical and hospital expenses arising 
from injuries incurred in performance 
of duty. The approval of this law js 
said to open up a new source of insuyr- 
ance coverage. 

The Feld bill, senate intro, No, 125, 
print No, 993, adding new section &8]-a 
education law, making New York City 
education board liable and saving harm- 
less any appointed member of teaching 
or supervising staff or employe for ac- 
cidents occurring within or _ without 
school buildings when appointee was act- 
ing in discharge of duty. Chapter 884, 
laws of 1937, 

The Garrity bill, senate intro, No, 1159, 
print No. 1307, as chapter 887 laws of 
1937, adding new section 569-a education 
law, requiring education board and trus- 
tees of school districts having popula- 
tion of less than 1,000,000 to protect 
teachers and administrative employes 
against claims for personal injury oc- 
curring during discharge of duty and 
resulting from negligence and to ar- 
range for insurance. 





Insurance Group of Credit 
Ass’n to Meet on June 22 


The insurance group of the National 
Association of Credit Men will hold a 
meeting on the afternoon of June 22 
at the Stevens Hotel in Chicago during 
the forty-second annual meeting of the 
association. 

Among the subjects to be discussed 
will be: “What Can Be Done to Check 
a Substantial Part of the Tremendous 
Credit Losses to Business?” and “The 
Importance of Insurance When Apprais- 
ing a Financial Statement.” Important 
forms of coverage on the program are: 
Extra expense insurance, vandalism and 
malicious mischief, non- -ownership liabil- 
ity, occupational disease, fidelity bonds 
and business life insurance. 

Don C. Campbell, credit manager of 
the America Fore group in its Western 
department, is chairman of the insurance 
section of ‘the association. Vice-chair- 
men are J. Dillard Hall, assistant direc- 
tor of agencies, U. S. Fidelity & Guar- 
anty; T. Alfred Fleming, director of con- 
servation, National Board of Fire Under- 
writers; Edward King, the Hooper- 
Holmes Bureau. 





IOWA A. & H. RULINS 


Commissioner of Insurance Ray Murphy 
of Iowa has issued a ruling that all health 
and accident policies or combinations 
thereof issued in Iowa providing for in- 
demnity payments of three months or 
over, shall contain in substance the fol- 
lowing provisions: 

“On due proof of loss, all accrued indemnity 
for loss of time on account of disability, will 
be paid at the expiration of each........ (not 
more than 60 days) during the continuance of 
the period for which the company is liable, 
and any balance remaining unpaid at the ter- 
mination of such period will be paid immedi- 
ately upon receipt of due proof. 

“All such policies now on file with this 
department, not containing a provision for pay- 
ment of all accrued indemnity at stated inter- 
vals of not more than sixty days, will be dis- 
approved as of July 1, 1937.” 


Horace Dauchey, associate manager of 
the Newark branch of the Travelers, 
spoke on “Liabilities a Real Estate 
Broker Incurs in the Daily Conduct of 
His Business,” recently to the Board 
of Realtors of the Oranges and Maple- 
wood. Mr. Dauchey pointed out realtors, 
all of whom write insurance, are them- 
selves in a business fraught with hazards 
in public liability, compensation or prop- 
ertv damage, and he spoke of ways in 
which they’ could protect’ themselves 
against such claims. 
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Wesley M. Graff, Safety 
Engineer, Passes Away 


JOINED NATIONAL BUREAU 1931 


Just Before His Death He was Engaged 
in Rewriting of Handbook of In- 
dustrial Safety Standards; His 
Prominence 





Wesley M. Graff, director, safety en- 
gineering division, National Conserva- 
tion Bureau, died at his home in West- 
field, N. J., last Saturday. Mr. Graff, 
who had been ill for several months, 
was on leave of absence at the time 
of his death, He is survived by his 
wife, Mrs, Marjorie Higgins Graff, and 
three children, the Misses Marian and 
Barbara, and Wesley M. Graff, Jr. 

An industrial engineer of broad train- 
ing and experience, Mr. Graff joined 
the conservation department of the Na- 
tional Bureau of Casualty & Surety 
Underwriters in May, 1931, as safety 
engineering director. Under his direc- 
tion this division made great strides in 
working out industrial safety problems 
for the benefit of industry and _ insur- 
ance alike. He was chairman of the 
fureau’s engineering committee and 
represented the member companies on 
important code committees, including: 
Chairman safety committee of the 
American Society of Mechanical Engi- 
neers; executive committee of the 
American Society of Safety Engineers, 
and vice-chairman, executive committee 
of the New York Metropolitan Chap- 
ter of that organization; committee on 
compensation for industrial diseases of 
the New York State Department of 
Labor; Pennsylvania commission on 
compensation for occupational diseases; 
advisory commitiee of the d'vision of 
labor standards of the United States 
Department of Labor; and various com- 
mittees of the American Standards As- 
sociation; National Safety Council; 
Greater New York Safety Conference, 
Illuminating Engineering Society; New 
York Tuberculosis and Health Associa- 
tion and the National Conference on 
Silicosis. He was a member of the 
American Public Health Association, 
membership in which is accorded only 
by special invitation, 

Responsible for Technical Bulle:ins 

With the aid of company engineers, 
Mr. Graff was responsible for the de- 
velopment of numerous technical publi- 
cations issued by the National Bureau. 
Just before his death he was engaged 
i a complete rewriting of the Hand- 
book of Industrial Safety Standards, 
one of the most widely circulated pub- 
lications in the industrial safety field. 

As the occupational disease problem 
began to emerge as a significant part of 
the workmen’s compensation problem, 
Mr. Graff devoted much time and en- 
ergy to research and study in this field. 
He was an early convert to the belief 
that occupational diseases are more eas- 
ily and better prevented than compen- 
sated for, and his efforts were directed 
toward discovering the best engineer- 
ing methods of disease prevention. In 
1932 he was appointed by Governor 
Pinchot to the Pennsylvania commis- 
sion on compensation for occupational 
diseases, and served until it reported in 
1933. A paper prepared by Mr. Graff 
entitled “The Compensation Aspect of 
Industrial Hygiene” was presented by 
Dr. Albert S, Gray of the Connecticut 
State Department of Labor before the 
annual meeting of the American Public 
as Association in New Orleans last 

Mr. Graff began his studies in engi- 
neering in Polytechnic Institute and 
later attended Sheffield Scientific School 
Ph — University, graduating as a 
Fc 1911 and winning a master’s 

in engineering, after post-grad- 
= Studies, in 1914. Before joining the 
Gan wens had his own business, the 
d . engineering Corporation, which 
€alt with mechanical and electrical en- 


fea aes . e ° 
gmeering equipment and industrial proc- 
'sses, 


Ps Westfield, N. J., he was active in 


and political affairs, 





Risk Research Institute Uniting 
Insurance Buyers on National Scale 


Since its inception a year and a half ago the Risk Research Institute, Inc., 
has been a much talked about organization in insurance circles. A national asso- 
ciation of insurance buyers and self-insurers, its present membership is close to 


1,000 including most of the influential buyers of insurance in the country. 
them have already organized into local clubs 


Many of 
such as the Insurance Buyers of New 


York which holds monthly luncheon meetings for the dissemination of information, 
thus indicating the trend among insurance buyers to organize. 


The ideals, objectives and accomplishments of 


Risk Institute were 


Research 


set forth a few weeks ago by John G. Goetz, its managing director, in a dinner 


meeting talk at Atlantic City during the A. M. A. meeting. 


The organization of Risk Research In- 
stitute was announced on January 20, 
1936. Both insurance carriers and pro- 
ducers have been well organized for a 
long time and can easily bring together 
representatives from various sections of 
the country to establish policies regard- 
ing problems as they present themselves. 
The insurance buyers have not been so 
happily situated. 

This is so because the insurance buyer 
attitude has never been so definitely es- 
trblished as the carrier and producer at- 
titudes. The whole buyer economy, a 
sort of laissez-faire individualism, has 
been expressed in terms of “every man 
for himself” and “getting ahead of the 
other fellow.” This concentration upon 
“every man for himself” has lived on, 
as most beliefs do, and into an era when 
it has become increasingly apparent that 
most can be gained by cooperation. 

From now on the great endeavor ap- 
pears to be the effort to secure for every- 
one something resembling “your money’s 
worth.” So long as the hope of “getting 
ahead of the other fellow” lingers on 
there will be delay in arriving at the 
much desired result. And yet many to- 
day are frightened, and here and there 
they are becoming galvanized into ac- 
tivity in defense of their too meager 
ability to get what they want and to 
which they are entitled, 

Unites Buyers on a National Basis 

Risk Research Institute has helped in 
this process of growing awareness, and 
the growing popular discussion and study 
of insurance problems. Organization is 
definitely on the increase and the In- 
stitute marks a genuine buyer-sponsored 
effort to unite buyers on a national basis. 
Many small groups and some large ones 
are established. The critical next stage 
concerns the effort to afford these many 
groups a common service of information 
of a high level, and a type of coherent 
leadership on insurance buyer problems 
that will change scattered and intermit- 
tent activity into a continuous, intelligent 
force. 

This development is not radical except 
to the extent that it is new. In intent 
it aims only to do for the insurance 
buyer what, for a long time, has been 
considered commonplace good sense and 
routine practice by the carriers and pro- 
ducers. As such it represents simply a 


It is printed in full below: 





JOHN G. GOETZ 


much needed reduction of a sort of lag 
in our insurance system. There was 
nothing to guide us. Our development 
has been something like trying to cross 
a stream by jumping from rock to rock; 
some jumps are ahead, only to be fol- 
lowed by one sideways or backward, al- 
ways with the fear of slipping. 

We have gone steadily forward with 
our work, in the belief that the greatest 
service our Organization can perform is 
to furnish a platform for the consistent 
dissemination of the doctrine of progress 
through the exercise of reason. An earn- 
est effort has been made to form con- 
tacts in many cities so that we may have 
a basis for the circulation of literature 
and the promotion of meetings and con- 
ferences. 

The managing director has given large 
attention to this matter, and as a conse- 
quence he has been able to build up 
throughout the country a carefully se- 
lected list of men and women keenly 
mterested in our program. No endeavor 
has been made to secure large numbers, 
but every effort has been put forth to 
secure men and women of high standing, 
who, because of their leadership, can 
become in themselves not only the nu- 
cleus for developing enthusiasms for our 
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cause, but accredited agents of our or 
ganization, 
Accomplishments Cited 

The greatest hurdle that any program 
must clear is that of awakening its pub 
lic to the objectives and advantages 
thereof but it requires only cultivating 
and nurturing and developing. In its 
short span of life Risk Research Insti- 
tute has taken the initiative in launching 
a program for the elimination of the use 
of vicious “hold harmless clauses.” At 
the request of the National Association 
of Insurance Commissioners it undertook 
a nation-wide poll by a questionnaire 
sent to several thousand persons for 
“Proposals for Revisions of the Standard 
‘ire Insurance Policy.” Likewise it has 
sought nationwide support for the prin- 
ciple of retrospective rating. Its analysis 
of commercial fidelity bonds has received 
acclamation from carriers and producers 
who have purchased and distributed thou 
sands of copies to clients. The most re- 
cently published study of the “Legal As- 
spects of Riots, Strikes, etc.,” is a foun- 
dation for study regarding proper insur- 
ance protection for these exposures, 

A needlessly great amount of time has 
been given to negotiations with reference 
to these and other questions calling for 
determination. Those with expe cience 
in dealing with the boards and bureaus 
representing the carriers know what a 
tedious process it is to secure decision 
on anything that is not strictly routine. 

We have had personal assurances from 
company officials of their great desire to 
meet the needs of the insurance buyers. 
This sentiment has also been expressed 
by the spokesmen for both the carriers 
and producers in many of their recent 
meetings. There also are signs of activ- 
ity toward the reorganization of some of 
the boards and bureaus. These things 
would seem to indicate that the need of 
a more flexible and expeditious handling 
of business is recognized, and that the 
psychological moment for the insurance 
buyers to make known their desires is 
not tar distant. However, to get the 
results they want, the buyers will have 
to present their views in an organized 
manner, and work aggressively for theit 
consideration, The matter is in their 
hands, 

Greater Legislative Activity 

During the past year, with most of 
the state legislatures in session, an un- 
usually large number of bills having to 
do with insurance have been written, 
especially with regard to workmen’s com- 
pensation and au omobile insurance. Th re 
has been and still is need for far more 
factual information upon which to reach 
sound conclusions with regard to these 
problems and it is very probable that 
for their own protection insurance buy- 
ers will be obliged to work actively for 
or against many of the types of legis 
lation which will appear at the next ses- 
sions of state legislatures. 

This warning is given because it is 
becoming more and more evident that 
sight is being lost of the effects of in- 
surance bills on the interests and welfare 
of buyers. Most of the effort to influ 
ence or oppose such legislation has been 
made by insurance interests who natu 
rally have been primarily concerned with 
their own phases of the laws proposed 

Risk Research Institute in cooperation 
with several other organizations has been 
extremely active in research to marshal 
the required facts. While some of the 
bills have become law and their sound 
ness may be op n to question, we shall con 
tinue the work and make the information 
available to those handling legislaturs 
matters with the hope that eventually 
there may be developed more satisfac- 
tory approaches toward sound solutions 
of these problems. In the meantime, 
while these activities were being matured, 
we have embarked upon several other 
tangible projects, the benefits of which 
should be reflected in the early future 

It is important to bear in mind that 
the successful culmination of any na 
tional institutional program is achieved 
through evolution rather than revolu 
tion. Nor can it be accomplished over 
night. It is a comparatively slow proc 
ess, cumulative in its progress—and al 

(Continued on Page 42) 
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Celebrities at the Unveiling of 
Employers’ Liability Fresco Map 


Mrs. Robert W. Bingham, wife of the 
American Ambassador, and Vincent Mas- 
sey, High Commissioner for Canada, were 
present at the head offices of the Em- 
ployers’ Liability Assurance Corporation, 
Ltd., at Hamilton House, Victoria Em- 
bankment, and unveiled a fresco map in 
colored tiles which has been placed in 
position there. The inscription on this 
panel, which has been designed by Mac- 
Donald Gill, F.R.I.B.A., well-known map 
artist, records that it is “to commemo- 


Plender, G.B.E., the Rt. Hon. Lord 
Rockley, P.C., G.B.E., Sir Walter Law- 
rence, Bt.G.C.LE., Winthrop W. Ald- 
rich, chairman of the Chase National 
Bank of New York; Edward Wilshaw, 
chairman and managing director of Cable 
& Wireless, Ltd.; MacDonald Gill, 
F.R.LB.A., the directors of the Employ- 
ers’ Assurance, Sir Joseph G. Broodbank, 
Sir Campbell Stuart, K.B.E., A. D. Be- 
sant, Hugh D. Flower, W. E. Gray, Fran- 
cis E. J. Smith (also chairman of the 


oma EMPLOYERS 3 





Left to Right: Sir Courtauld Thomson, chairman Employers’ Liability; High 
Commissioner Vincent Massey of Canada; Mrs. Ambassador Bingham 


rate the coronation of King George VI, 
and to mark the entry of the corporation 
into Canada 1883 and into the United 
States of America 1886.” 

It is particularly appropriate that the 
representatives in London of the United 
States and Canada should have consented 
to be present at this informal ceremony 
for the corporation was the first insur- 
ance company to transact liability insur- 
ance in the United States, and one of the 
earliest offices to do so in Canada. It 
has since grown to be one of the leading 
and largest insurance offices in each of 
those countries, and in 1936 the chair- 
man, Sir Courtauld Thomson, and the 
managing director, Lord Knollys, attend- 
ed the corporation’s fiftieth anniversary 
celebrations in Boston and New York. 

Chairman’s Talk 

The chairman, in inviting Mrs. Bing- 
ham and the High Commissioner for 
Canada to unveil the panel, said: 

“We are honored by the presence here 
today of Mrs. Bingham, wife of the 
American Ambassador, and the High 
Commissioner for Canada, and we have 
among our guests our friend and neigh- 
bor, Mr. Wilshaw, chairman of cable and 
wireless, who flashes our messages across 
the sea. Owing to indisposition the First 
Lord of the Admiralty is unable to be 
present. We particularly regret this, as 
Sir Samuel Hoare not only used to be 
our deputy-chairman, but he now helps 
to keep peace and order on the ocean, 
which does not divide but unites our two 
countries in commerce, warm friendship 
and cordial good-will.” 


Mrs. Bingham and the High Commis- 
sioner for Canada then unveiled the 
tresco, 


Luncheon Guests 

Following the ceremony the directors 
of the corporation gave a luncheon party 
at which were present, in addition to the 
Canada, 


High Commissioner for Lord 


Corporation’s Associated Life Office, the 
Clerical Medical & General Life Assce. 
Socy.), Sir Gordon Campbell, K.B.E., 
Viscount Knollys, D.F.C., managing di- 
rector, and Edward C. Stone, United 
States general manager; Charles D. 
Hilles, member of the executive commit- 
tee in the United States; S. H. Palmer, 
United States manager, and John Jen- 
kins, Canadian manager. 

The following letter was received from 
U. S. Ambassador Robert W. Bingham: 
Dear Sir Courtauld: | 


welcome 





AUTO DEATHS UP 21% 

The Aetna Casualty & Surety esti- 
mates that automobile fatalities increased 
21% during the first four months of 1937, 
as compared with that same period of 
1936. In the twenty-nine states from 
which accident statistics were compiled, 
such deaths totaled 5,302 during this 
period in 1937, as compared with 4.399 
during the same time 1936. 


PROFESSIONAL INS. CORP. 

The Professional Insurance Corp. of 
Jacksonville, Fla., has recently filed with 
the Securities & Exchange Commission 
its registration statement covering an is- 
sue of 7,888 shares of common stock. 
President and chief executive of this 
company is C. E. Waller; vice-president, 
W. C. Conley; vice-president and treas- 
urer, Doris L. Waller, and secretary, 
Thelma C. Mansfield, all of Florida. Med- 
ical director is F. W. Krueger. 


BEER VENDOR’S BOND 

The Towner Rating Bureau has set 
an annual premium of $10 for the $250 
bond required of beer vendors who are 
licensed in accordance with Senate Bill 
Intro. No. 1336, which was enacted by 
the last session of the New York legis- 
lature. The bill provides for licensing 
vendors in citics of 1,000,000 or more. 











the honor of the invitation from Lord 
Knollys and yourself to attend the lunch- 
eon tomorrow given by the directors of 
the Employers’ Liability Assurance Cor- 
poration, Ltd. In addition, I must thank 
you both for the honor of the invitation 
to participate in the unveiling of the 
fresco commemorative map, marking not 
only the coronation year but the golden 
jubilee of the entry of the Employers’ 
Liability into the United States. 

“To my disappointment and regret a 
situation has arisen which makes it nec- 
essary for me to tell you that I shall 
be unable to attend the luncheon. In 
connection with this anniversary I should 
like to say that I have known of the 
Employers’ Liability and its activities in 
the United States for many years, not 
only in my own city of Louisville but 
in many other parts of the country. It is 
a record of which any company may well 
be proud. As it happens, my own 
knowledge of the company has been ac- 
tual and personal, and I know it has 
maintained throughout the United States 
not only a high standard of efficiency but 
a complete and unfailing standard of fair 
dealing and integrity. 

“IT can make no better wish for the 
corporation than to express my confident 
hope that it will continue the course 
which it has so long and so honorably 
maintained. 
“Robert W. Bingham.” 
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CASUALTY LOSS CONTROL 


a service designed especially for brokers 
and agents. 





J. W. A. ZELIPH, INC. 
GLOBE BUILDING 
20 Washington Place, Newark, N. J. 
Mitchell 2-3481 


George Babbitt Dined on 
25th Birthday With Royal 


Frank J. O'Neill, president, Royal In- 
demnity, gave a party last Thursday 
evening at 150 William Street, New York 
City, in honor of George Babbitt, who is 
celebrating his twenty-fifth anniversary 
with the company. The party was at- 
tended by executive officers and asso- 
ciates of Mr. Babbitt, who were glad to 
pay tribute to him. 

Mr. O’Neill spoke feelingly of Mr, 
Babbitt’s loyalty and ability and_pre- 
sented him with a gift in memory of 
the occasion. In his acknowledgment 
Mr. Babbitt expressed the pleasure it 
had been to work with the various mem- 
bers of the company. 

Mr. Babbitt, who is in charge of pro- 
duction for the boiler and machinery 
department in the Metropolitan area, 
came with the Royal Indemnity a year 
after its organization. For a number 
of years he was employed as assistant 
to Mr. Nelson, who was then chief en- 
gineer for the Royal and Eagle Indem- 
nity companies. In 1935 he was pro- 
moted to active charge of boiler and 
machinery production work in the met- 
ropolitan department of the Royal In- 
demnity. Before his Royal Indemnity 
connection he was an underwriter with 
the old Casualty Co, of America. 














FILES S.E.C. AMENDMENT 


The New Amsterdam Casualty has filed 
an amendment with S.E.C. stating that 
50,000 shares of its $2 par capital stock 
will be offered at the market and that 
there will be no underwriter. This stock 
is owned by the United States Casualty, 
affiliate of New Amsterdam. Previously 
registration statement stated 45,000 shares 
would be so offered. Company also post- 
poned the offering date to June 11. 





AETNA C. & S. NEW YORK MEET 


The Aetna Casualty & Surety held a 
lurcheon and business production meet- 
ing in New York City last Thursday 
with about 200 in attendance. Principal 
speakers were Robert I. Catlin assistant 
vice-president, Austin D. Bryan, home 
office representative and J. E. Lewis, 
vice-president in charge of Aetna’s Great- 
er New York activities. 





HOME OFFICE TRIP FREE 


To the agent who suggests the most 
appropriate name for its new house or- 
gan the American Casualty of Reading, 
Pa., will give a trip to the home office 
as guest of the company. The new papet 
is under the executive supervision 0 
President Harold G. Evans, Vice-Presi- 
dent E. E. Gangewere and Production 
Manager Darrell O. Smith. 





N. J. CASUALTY OUTING JUNE 2 
The Casualty Underwriters Associa 
tion of New Jersey will hold its annual 
outing and golf tournament on Thurs- 
day, June 24, at the Echo: Lake Country 
Club, Westfield, N. J. J. C. Eastmead, 
Hartford Accident & Indemnity, New 
ark, N. J., who is secretary of the asso 
ciation, is chairman of the outing com 
mittee. 
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Mellbank Surety In 
General Expansion 


w. M. SMILEY MADE VICE-PRES. 





Bonding Company for Mellon Banking 
Interests Has More Than 10 Million 
Resources; J. M. Thomas on Board 





Decision of the Mellbank Surety Corp. 
of Pittsburgh to embark upon a devel- 
opment program of general expansion in 
the fidelity and surety ficlds was a topic 
of considerable interest this week in 
bonding circles. For the past six years 


since organization in 1931 by the Mellon 
interests this company has limited its 
operations largely to western Pennsyl- 
vania. 


Although its net resources are 





W. M. SMILEY 


more than $10,000,000, the company has 
been largely the fidelity and surety car- 
rier for the Mellon National Bank and 
affiliated organizations. 

In connection with its expansion the 
Mellbank Surety announces the addition 
to its board of directors of John M. 
Thomas, president, National Union Fire, 
and the election of W. M. Smiley, at 
one time with National Union Indem- 
nity, as vice-president. Mr, Thomas, 
widely known to the insurance frater- 
nity, has been president of the National 
Union Fire since 1931. He is a highly 
respected and well regarded fire insur- 
ance official. 


Mr. Smiley has had a substantial back- 
ground in the bonding field, having to 
his credit more than twenty years of 
field and home office experience. With 
the National Union Indemnity he ran 
the fidelity and surety claim department, 
and when it was decided to liquidate the 
company he stayed on to supervise such 
activity. Lately he has been doing a 
good job with the Home Indemnity as 
manager of its Columbus, Ohio branch 
office. 

Smiley Active Executive Officer 
_Mr, Smiley will be the active execu- 
tive officer in charge of Mellbank Sure- 
ty's operations. Other officers of the 
company include Richard K. Mellon, 
President, who is head of the Mellon 
National Bank; F. R. Denton and G. H. 
Campbell, vice-presidents; E. B. Clarke. 
secretary; H. A, Phillips, treasurer, ara 
H. M. Johnson, Paul Mellon and H. M. 
Divine, assistant secretaries and assist- 
ant treasurers. Paul Mellon is also con- 
nected with the Mellon National Bank 
and a vice-president of the National 
Union Fire. These officers are all direc- 
tors of the corporation, the board also 
including H. M. Johnson. 

Has Net Surplus of $11,764,330 

As of December 31, 1936, the Mellbank 
Surety showed total assets of $12,043,113, 
capital of $250,000 and net surplus of 
$11,764,330. Due to the small amount of 
business written—only $22,092 in net pre- 
Miums last year—its liabilities and ope- 
rating expenses were very low. 


Mich. Dust Disease Bill 
Awaits Governor’s Approval 


Passing both houses of legislature af- 
ter much “jockeying for position,” Mich- 
igan’s occupational disease measure early 
this week needed only the virtually as- 
sured signature of Gov. Frank Murphy 
before becoming a law. 
“fairly liberal,” it will have the effect 
of putting under the workmen’s com- 
pensation law of the state some thirty- 
one common occupational 
ailments, including silicosis and hernia. 
Silicosis claims, however, in order to be 
compensated must involve total disabil- 
ity or death and the act limits recovery 
to $3,000 in this classification. Other ail- 
ments placed under the act would be 
subject to the same limits as accidental 
injury cases to which the law has pre- 
viously been confined. The new act 
would impose a one-year limit on filing 
of claims, all claims being barred if filed 
more than that time after contracting a 
disease. 

The compensation commission of the 
department of labor and industry is em- 
powered to administer the act and is 
allowed under its terms to employ three 
examining physicians in disputed cases 


Considered as 


diseases or 


to determine whether they fall under 
the act. If it were on record that an 
employe had given an employer false 
information relative to his previous 
health record any subsequent claim 
would be voided. 

The majority of the listed “diseases” 
are forms of industrial poisoning. The 
schedule contained in the act follows: 


Anthrax; lead poisoning or its sequelae, zinc, 
phosphorus, arsenic, wood alcohol, benzol, car- 
bon bisulphide, nitrous fumes, nickel carbonyl, 
dope (tetrachlor-methane or any substance used 
as or in conjunction with a solvent for acetate 
of cellulose or nitro cellulose), formaldehyde, 
chrome (including ulceration), radium, methyl 
chloride, and carbon monoxide poisoning or 
their sequelae; eptiheliomatous cancer or ulcer 
ation of the skin or of the eye cornea from tar 
and similar products; glanders; compressed air 
illness; miners’ diseases; cataract in glass work- 
ers; respiratory gastro-intestinal or physiological 
nerve and eye disorders due to contact with 
petroleum products; disability due to blisters or 
abrasions, disability from bursitis or synovitis; 
dermatitis; hernia; stone workers’ or grinders’ 
phthisis; silicosis and pneumoconiosis. 


Although earlier efforts to include a 
waiver provision were fruitless it is con- 
sidered possible that a new bill offered 
in the Michigan senate by Sen. Harry 
Hittle, Lansing, one of the co-sponsors 
ef the new act, may reach enactment. 
It would permit persons suffering from 
mild forms of occupational diseases to 
waive their benefits under the act in or- 
der to retain their jobs. 


CANADIAN STANDARDIZATION 





Accident & Sickness Committee of Co. 
Men Named to Confer With Superin- 
tendents on Contract Wording 
A committee of representative insur 
ance men in Toronto has been appointed 
to work with the Association of Super 
intendents of Insurance in Canada, on 
statutory conditions and standardization 
of contract wording in respect to acci- 
dent and sickness insurance. It is made 
up as follows: H. F. Roden, Canada 
Accident & Fire; J. C. Stuart, Dominion 
of Canada General; G. Fielding, Ocean 
Accident; W. Turvey, Western Assur- 
ance; P. May, Royal; J. R. Lacey, 
Travelers; H. L. Wallace, General Acci- 
dent; V. C. Smith, Lumbermen’s Mutual; 
R. D. Bedolfe, Continental Casualty, and 

J. G. Godsoe, Confederation Life. 


T. G. TABB’S DAUGHTER HOME 
Miss Marguerite Tabb, daughter of 
T. Garnett Tabb, prominent local agent 
of Richmond, Va., who has been a stu 
dent at Vassar the past session, has re 
turned home for the Summer season. 








CHARLES D. HILLES HOME 
Charles D. Hilles, New York manager, 
Employers’ Liability, has returned from 
the Coronation and a head office visit 
in England. 








The Bankers Indemnity has 
earned an enviable repu- 
tation for efficient service, 
careful management and 
financial strength 


BANKERS INDEMNITY 
INSURANCE COMPANY 


NEWARK, NEW JERSEY 


Casualty Affiliate of The American Group 
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| On the Production “Firing Line” 








A. M. Holtzman, New President, Gives 
Keynote of National A. © H. Meeting 


Sales Ideas Flow Freely at Eighth Annual Gathering in Mil- 
waukee; M. J. Cleary, Guest Luncheon Speaker; 
Association Membership at Peak 


All phases of selling accident and health 
were discussed by 
the eighth 
National Accident 
Milwaukee June 3-4. The 
welcomed by Phil A. 
Grau, Milwaukee insurance broker, with 
response by E. H. Mueller, president of 
the Milwaukee association and general 
convention chairman. Harry Cunnington, 
Cleveland, manager, accident department 
of the Aetna Life, 1936-37 president of 
the National Association, presided. 
Opening the speaking program with an 
address on “The Past, Present and Fu- 
ture of the Accident & Health Insurance 
Business,” A. M. Holtzman, Colorado 
Life, national vice-president, said there 
is a greater demand for accident and 
health insurance today than ever before. 
Iisasters, accidents, epidemics, fires and 
the like are definitely creating a con- 
sciousness of the need of income protec- 


insurance leading 
annual conven- 


& Health 


producers at 
tion of the 
\ssociation in 
delegates were 


tion. The public is asking for disability 
insurance that really protects and pays, 
he said, and the agents should take a 


front rank stand to demand policies that 
provide for actual needs and are devoid 
of “ballyhoo frills.” 
“Side Show” 
Whether or not accident 
insurance will continue to be the “side 
show” or develop into the “big top” is 
up to the agent himself, Mr. Holtzman 
said. Too long have those of the fra- 
ternity been satisfied with running the 
side show when they should be operating 
me of the rings in the big top 
‘We have been satisfied with taking in 
the nickels and dimes before the main 
show begins. You know what happens 
to the crowd after the show in the big 
top is aa, said Mr. Holtzman. 
\nalyzing those functions in the work 
of a salesman who gets the job done, Mr. 
Holtzman said the salesman must be an 
entertainer to arouse interest; a teacher 
to reach the prospect’s understanding; a 
scientist to prove facts and demonstrate 
the truth; persuader to direct the mind 
and appeal to preference, and an execu- 
tive to and bring about action 
to close the sale and get the order. 
“Show me the man who has technical 
knowledge plus the ability to enthusias- 
tically inspire other people to the point 
that they will want to cooperate with him, 
and you have found a person or an or- 
anization that is going places. Success 
in any relation with other human beings 
will be in proportion to our desire and 
ability to attract others to us, influence 
them to agree with us, and inspire them: 
to work with us Although we have made 
progress the past year, we have to 
incet a challenge to sell our organization 
nationally. If we supply that which is 
lacking in the mind of the prospect or 
rospective member, we will make the 
sale,” said Mr. Holtzman 


Walter Rhodes’ Talk 


Discussing thi 


r “Big Top” 
and health 


Sugeest 


vreat 


“Relationship of the 


Life Insurance Business to Accident & 
Health,” Walter Rhodes, Madison, Wis., 
tate manager for Business Men’s Assur 
ince, pointed out various advantaucs of 
eveloping chent vith more than one 
ne f insurance Since hfe insurances 
ects leper nts against the absence 
ot a suthcient ncome because ft re- 
al of the insured as an income earn- 
then disability income insurance is 
a necessary to protect the same de- 
pendents against the absence of an ade- 


quate income because of temporary or 
permanent disability of the insured in- 
come earner. 


Gifford T. Vermillion Inspirational 

In an bese 2 address, “Enthusi- 
asm for Your Job,” Gifford T. Vermillion, 
Milwaukee, million dollar life producer 
and Wisconsin state manager, Mutual 
Life of New York, closed the first morn- 
ing session. Nothing of any lasting value 
has ever been accomplished without per- 
sonal enthusiasm, he said. 

“You can’t stop a man when his in- 
terest is aroused to accomplish a burning 
desire,” emphasized Mr. Vermillion. “En- 
thusiasm catches the spark that produces 
the flame. It has a positive reaction in 
energizing another’s mind. Make your 
job live. What do you see in selling an 
accident and health policy ?. Is it misery, 
pain, suffering or what it will do for the 
insured and his dependents in tim: of 
need? Enthusiasm for your job is a 
desire to win and to serve your fellow 
man.” 


M. J. Cleary Luncheon Speaker 


Michael J. Cleary, president of the 
Northwestern Mutual Life, was the 
luncheon speaker, his subject being 
“America Needs Your Service.” He 


record of the institution 
of insurance as having served faithfully, 
efficiently and economically. The Amer- 
ican system, he said, has brought more 
happiness and contentment to more peo- 


pointed to the 


ple than any other system in the world. 
If this system fails, it will be because 
have failed in our use of God given 


A. M. Holtzman President | 


Newly elected president of the Na- 
tional A. & H. Association is A, M 


Holtzman, Colorado Life, who was 
advanced from second vice - presi- 
dency. A. D. Anderson, first vice- 


branch manager Continen- 


president, ; 1 
Chicago, declined nomi- 


tal Casualty, 
ne ition. 
H. O'Connor, 


United States Cas- 


ine New York, ‘and G. V. Chandler, | 
General Accident, San _ Francisco, | 
were elected vice-presidents, and | 
Clyde E. Dalrymple, manager Pre- | 
ferred Accident, Milwaukee, secrc- | 
tary. | 
Directors elected for three years | 
are Mr. Cunnington, retiring presi- | 
dent: C. F. Redfield, Mutual Benefit | 
H. & A., Chicago, and E. H. Fer- | 
euson, Great Northern Life, Chicago, 


i declined re-election as executive 
secretary and treasurer. C. T. Red- 
field, general agent United Benefit, 
Chicago, was named to this executive 
post. R. J. Long, Great Northern 
Life, Detroit, was elected director to 
the unexpired term of Vice-president 
O'Connor. 








assets. : 
“Be courageous and unselfish to help 


the American people to think straight,” 
Mr. Cleary told the agents. Referring 


to social security, he said it is what the 
insurance business has been seeking to 
provide for the American people over all 
these years and has done a good job. 
There always will be some unable to pro- 
vide for themselves and public machinery 
to take care of them must be provided. 
~ Pees in developing a social security 
“preserve that 


program we should try to 
typical American spirit, that sense of 


personal responsibility to provide for 
ourselves and those dependent upon us. 
Let’s keep our self-respect. Let’s not 
trade our freedom. Except in a minor 
degree the American citizen has pride in 
his heritage, values his freedom and 
wants none of the nursemaid state. The 
institution of insurance has done a good 
job, with one out of every two people 
in America provided for in life insur- 
ance, and millions having assumed re- 
_ sibility in the accident and health 
fiel« 


Leading A. & H. Producers Discuss 


Sales Problems in Symposium 


\ group of leading producers from 
various parts of the country discussed 
accident and health sales problems dur- 
ing the afternoon Sales Congress, pre- 
sided over by A. D. Anderson, Chicago, 
national vice-president and branch man- 
ager for the Continental Casualty. 

George L. Dyer, Jr., St. Louis, branch 
manager Columbian National Life, opened 
the clinic with a discussion of new meth- 
ods of merchandising accident and health 
insurance, citing aperane ideas and re- 
sults. The advantages of selling the 
monthly payment oe were cited by 
Lyle Tuchscher, Marshfield, Wis., gen- 
eral agent Time Insurance Co., who felt 
that the low income group that had the 
greatest need for income protection need- 
ed a monthly premium payment plan to 
buy and keep up a contract. 

Speaking on the obligations of an ac- 


cident and health advisor, Roy J. Long, 
Detroit, Michigan state manager. Great 
Northern Life, said he must have a 


knowledge of the business and the ability 
to analyze the other fellow’s problem, 
personality, tolerance, patience, intelli- 
cence and be able to sell himself to those 
who look to him for advice 

“Sales Presentation of the 
by Clyde Whitley, Milwaukee, 
state manager for the Travelers; “Clos- 
ing the Sale,” by W. B. Cornett, Co- 
lumbus, field director, Loyal Protective, 
and “How to Avoid Lapses,” by L. N. 
Roach, Cleveland, Continental Casualty, 
successively carried through the several 
steps. 


Contract,” 
associate 


As a climax of the afternoon session, 
Joe M. Gantz, Cincinnati, general agent 
Pacific Mutual, addressed the agents 
with an inspirational talk, “The Right To 
Be Cocky.” He dramatized the acci- 
dent and health insurance business and 
the agent and their relation and service 
to the public. The agent, he said, has 
a right to be cocky because he satisfies 
men’s fears and gives them hope, while 
the policyholder who has gone through 
an accident and convalescence has a right 
to be cocky because he has been able to 
pay his own way. 

Friday morning’s session was devoted 
to a round table discussion of local asso- 
ciation problems in which representatives 
from various locals took part. Among 
the subjects discussed were membership, 
programs, special events, finances, com- 
mittee functions. Dwight Mead, Scattle, 
past national president and general agent 
Pacific Mutual, was chairman of this ses- 
sion 

Membership at Highest Point 

The afternoon was given over to Na- 
tional Association matters, including an 
address by President Cunnington review- 
ing the year’s activities and development, 
and the report of Executive Secretary 
E. H. Ferguson. Closer cooperation with 
locals, issuance of monthly bulletins, Ac- 
cident & Health Week observances and 
other plans for the coming year were 
discussed. The final check-up on regis- 
tration showed a total of 329, which was 
reported the largest in the history of the 
organization. 


———=}2 


John G. Goetz 
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ways dependent for its success upon co- 
ordinated group activity. 

Sees Sympathetic Liaison 

Already our Intsitute is furnishing sim- 
ple but effective tools for the stimulation 
of its programs and we have a sympa- 
thetic liaison between leading carriers 
and producers. Ultimate success, how- 
ever, will be determined by the degree 
with which the program is supported by 
all vitally-interested groups and individ- 
uals. Even as the program needs you, 
so does your business need it. 

This presentation merely sketches our 
broad objective. Many months, and in 
not a few instances years, will be re- 
quired to realize the full measure of re- 
turns which some parts of our program 
can produce. Nevertheless, many bene- 
ficial results have become apparent so 
shortly after we began to function. While 
we cannot achieve our ultimate goal in 
one year, nor in a* few years, the plans 
we now lay, the activities we now per- 
form, the good we now do, will be a 
foundation for even greater achievements 
in the years to come. 


Maryland’s Ads 
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magazine group 


(Continued from 





(Continued from 


black and white class 
of the same exhibit. 

To do a further educational job the 
Maryland in 1936 sought in every adver- 
tisement to define its business in lay 
language, repeating that definition so 
that it would stick. Through 1936 there 
appeared, prominently displayed in each 
advertisement, this line: 

“Unforeseen Events . . . so often 
change and shape the course of man’s 
affairs.” 

That, Mr. Evans felt, told what the 
Maryland was insuring against—the un- 
expected, the unpredictable, in an in- 
dividual or business life—and brought it 
down to the individual reader. This year 
it has been brought another step closer 
to the individual, the phrase changed to 
read “Unforeseen Events need _ not 
change and shape the course of man’s 

” 


affairs. 
The Mediums 

far will this campaign carry? 
Evans doesn’t attempt now to an- 
swer that question. It is now reach- 
ing, measured by circulation figures, a 
thoughtful reader group of some 4,000,- 
000 or 5,000,000 people with full page 
advertisements each month _ through 
Time, Fortune, Business Week, Nation's 
Business and Forbes Magazines, and is 
being seen by tens of thousands of oth- 
ers through company - distributed re- 
prints. 

It has justified his conviction that the 
right type of advertising, aimed at an 
influential audience, would get results, 
primarily for his company, and in addi- 
tion would be helpful to the entire in- 
dustry, 


How 
Mr. 


N. J. TEACHERS’ BILL SIGNED 

Legislation calling school boards 
to furnish counsel for school employes 
against whom damage suits are brought 
as a result of acts arising from their 
employment has been signed by Gov. 
Hoffman. The measure was an Assem- 
bly committee substitute for Assembly- 
man Ward’s bill which would have prto- 
vided school employes with liability in- 
surance. ; 

The law is designed to protect teach- 
ers from damage claims of parents 
whose children are injured in physical 
training or other classes during school 
hours. The bill permits the school 
boards to select legal counsel for the 
school employes. 


on 





CARMEL COUNTRY CLUB OUTING 

The Automobile Casualty Underwriters 
Association of New York will hold i 
annual outing Thursday, June 17, at Cat 
mel Country Club, Carmel, N. Y. 
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